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This mark, on chainline Ham- 
mermill Safety paper, in- 
stantly identifies the checks of 
the Pennsylvania Company. 


You too C an A special surface design on Hammermill 

] ) Safety gives added protection 
to checks and reflects the character and 

“G, A ° W/ / ° an’? success of your bank. 

VOUUMAANME C3 € To many of the great banks of the 
country Hammermill supplies special de- 
j sign safety paper in which the bank's 
your bank S$ trade mark, or other desired symbol, is 
literally part of the paper itself—put 
there by the same process as the Ham- 


checks mermill Safety surface design. 
Such 


instantly identifiable checks 











The checks of The Northwest- 
ern National Bank are “‘indi- 
vidualized"” by the bank's 
distinctive emblem shownhere. 





FOUNDED 1894 


Checks of the Cleveland Trust 
Company have this mark as 
part of their surface design. 


speed safe handling, are an added 
safeguard against tampering and are an 
unobtrusive but impressive reminder of 
the bank's name and standing. 

Your own special surface design on 
Hammermill Safety can be supplied in a 
wide range of colors and background 
patterns. Consult your check supplier for 
suggestions, or write on your bank let- 
terhead to Safety Paper Division, 
Hammermill Paper Company, Erie, Pa. 
No obligation. No salesman will call. 
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LETTERS 





Currency 


Sirs: Like most bankers, we are greatly 
concerned about the amount of currency in 
circulation, in pockets and secret hiding 
places. 

Recently our city has had a number 
of spectacular robberies, involving large 
amounts of cash. Immediately following 
one which was headlined we issued a news 





Theve's nothing quite like MONEY IN THE BANK 


(Where's yours, by the way?) 


News stories of people who have had their funds op to $8000...chere’s the dexp personst 
life's cavir gy boreed in a mattress ~ thrown 
out by accietens in an old shoe —given away 


re pee | 


satisfaction of having “money in the bank.” 
And you can always draw from your eccomns 
promptly co buy Wat Bonds. 

a house burned down stolen by burglars of Stari hiiieniishasaitalpaiarilais 
sneak thieves— 

‘These daily happenings prove that there 
fare still people whe don’t realize that the safe 
place for money is « bask Wachovia welcomes the savings sccounae 
“Annte from che imevese paid...aside from — *f those who wish to build wp money im the 
heshity provided by sound mosagement snd. atte. For fund the: «on engect to tnt feast 


ope * tame to time. we suggest a checking stcount 


WACHOVIA. 


BANK AND TRUST COMPANY 
aSHPVELLE GH POINT saLieeeny 
Ctamorre WPOTONS ALINE 





come down, we'll all need extrs money more 























release urging the use of banks as a proper 
place to keep money. The editor was inter- 
ested and followed with an editorial. The 
next day we published an advertisement 
featuring news headlines. Thus we had an 
effective combination of news, editorial and 
advertising on holdups. 
The result is a definite increase in the 
opening of savings and checking accounts. 
W. H. NEAL, Vice-president, 
Wachovia Bank and Trust Company, 
Winston-Salem, North Carolina 
Sd] o Sd 


Left-Hand Check Book 


Srrs: Recently we were requested to 
have a left-hand check book especially 
made up for a customer. The checks to 












be torn out were to be on the left and the 
column for entries on the right. (As it 
turned out the printer had the watermark 
in the paper upside down.) 
Maybe we are among the first banks to 
receive such a request. 
J. DEwey Bass, 
Assistant Vice-president, 
American Trust and 
Banking Company, 
Chattanooga, Tennessee 
° . + 


Miscellany 


Sirs: “Rural Banking’ and “Handling 
Loans to Small Business” in your January 
issue were two fine articles. 


Ear A. SINDEcUsE, Director, 
Banker’s Service Division, 
Ralston Purina Company, 
Saint Louis, Missouri 


Sirs: Booklets previously supplied 
through your offices have been perused 
with interest and the service is very much 
appreciated. 

J. G. MANZIEs, 
Commonwealth Savings Bank, 
Sydney, N. S. W., Australia 


Srrs: We think The Burroughs Clearing 
House is a mighty fine publication, and 
most of it helpful to small country banks. 

W. H. Coontz, Cashier, 

Belington Bank, 

Belington, West Virginia 
+ * * 


New Headquarters 


Stns: Members of the Chicago Bank 
Auditors Conference were pleased to 
participate in the opening of the new 
headquarters office of The National Associ- 
ation of Bank Auditors and Comptrollers 
in Chicago and to welcome Darrell R. 
Cochard, assistant secretary of the associ- 
ation and managing editor of the National 
Auditgram, and Mrs. Cochard to the city. 

The headquarters office was moved 
March 1 from Cleveland to Chicago to 
provide greater facilities for the associ- 
ation’s rapidly expanding membership. 
The new office address is 982 First National 


Opening new headquarters of bank auditors and comptrollers 
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Bank Building, 38 South Dearborn Street, 
Chicago 3, Illinois. 


Puitie CorpDes, President, 
Chicago Conference, and Auditor, 
Lake Shore National Bank, 
Chicago, Illinois 


In the picture, left to right: E. W. Robou, auditor, Ameri- 
can National Bank & Trust Company; L. H . Hammerstrom, 
—, A any oe Illinois National Bank Trust Com- 
Fe Fr _ . Carl a potas auditor, 
First National ‘Bank: Mrs. Cochard; Mr. Cochard; 

J. MacDonald, assistant auditor, The ‘Northern Trust 
he pany, and vice-president, Chic Conference; J. H 
ae comptroller, American National Bank & Trust Com- 
. A. Brannen, auditor, Harris Trust & Savings Bank; 


ee dW. E. Harrison, assistant auditor, City National Bank - 
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In the TREND of BANKING 





Federal Reserve Policies 


In view of the fact that Federal Reserve 
policies directly affect all commercial banks, 
a new pamphlet by Anna Youngman en- 
titled “The Federal Reserve System in 
Wartime” is of more than academic inter- 
est. It is one of a series in the Financial 
Research Program being supported by the 
Association of Reserve City Banks and 
directed by the National Bureau of Eco- 
nomic Research. 

A foremost function of the Reserve banks 
during wartime has been to provide the 
nation’s banks with adequate reserves to 
shoulder a substantial portion of the 
mounting debt, and to compensate for the 
expansion of currency in circulation. To 
do this, the pamphlet states, Federal 
Reserve authorities have relied primarily 
on open market operations, rather than 
other possible methods such as a blanket 
reduction of reserve requirements. 

Interest rates. This policy also contrib- 
utes to the stabilization of the market for 
government securities, another primary 
function of the Federal Reserve System. 
In this connection Dr. Youngman makes a 
pertinent comment: ‘One of the disadvan- 
tages of stabilizing a pattern of interest 
rates in which short-term rates are lower 
than long-term rates for an extended period, 
is the incentive such stability gives com- 
mercial banks to lengthen the maturities of 
government securities holdings, and there- 
by to benefit from the higher yields on 
longer maturities.”” The pronounced trend 
in this direction in recent months em- 
phasizes the difficulties and complexities 
of the Reserve System’s task in war finance. 

Another responsibility has been that of 
influencing the character of bank credit, 
through regulation and supervision, to see 
that it is used to further the war effort. In 
this connection, Dr. Youngman suggests 
that the Federal Reserve System may de- 
sire a continuation of selective control 
methods for expanding or restricting bank 
credit after the war. Thus, for example, 
legislative authority for permanent con- 
sumer credit control may be sought to 
provide the System with an instrument 
that could be used to restrain consumer 
spending in boom periods and to stimulate 
it in periods of depression. It is explained 
that Federal Reserve authorities would be 
restricted in the use of indirect credit con- 
trol methods—such as selling securities, 
raising reserve requirements or advancing 
discount rates—since they would be likely 
to conflict with the policy of maintaining a 
stabilized pattern of interest rates. 

Future policy. The expanded use of 
selective credit control measures as a 
future Federal Reserve policy apparently 
seems to be indicated to Dr. Youngman, in 
the light of its announced far-reaching 
peacetime objective, which is “to maintain 
conditions favorable for an active and 
sound use of the country’s productive 
facilities, full employment, and a rate of 
consumption reflecting widely diffused 
well-being.” 

Copies of the 67-page pamphlet, which 
sells for 50 cents, can be obtained from the 








MARRINER S. ECCLES, Chairman, Board of Governors, Federal Reserve System 


New research study covers his organization’s methods and problems 


National Bureau of Economic Research, 
1819 Broadway, New York 23, New York. 
It not only contributes to a better under- 
standing of the problems of our banker's 
bank, but also covers many topics of direct 
concern to the commercial banks them- 
selves. 
6 * * 


Upturn in Consumer 
Credit 


The toboggan slide represented by charts 
showing the decline of consumer credit dur- 
ing the war apparently reached bottom in 
1944, and there was even a rather pro- 
nounced upturn. This development was 
noted in the Monthly Review, Federal Re- 
serve Bank of New York, for March. 

According to Federal Reserve estimates 
the total amount of such credit outstanding 
at the close of the year was about $400 
million above the end of 1943. However, 
about two-thirds of this increase reflected 
a rise in the volume of charge accounts 
payable. 

For the first year since the war started 
there was no further contraction of the 
volume of installment credit arising out of 
retail sales, but this remained at a low 
level representing only one-fifth of the 
amount outstanding at the peak in August, 
1941. 

Gain by commercial banks. The vol- 
ume of installment cash loans and single- 
payment loans showed a slight expansion 
during 1944, largely due to increased bor- 
rowing on the part of individuals from 
commercial banks. New loans by credit 
unions, industrial banks and small. loan 


companies just about equaled repayments. 

The Federal Reserve estimates that all 
types of consumer installment loans of 
commercial banks, which account for 
roughly 10 per cent of the total volume of 
consumer credit outstanding, expanded 
about 10 per cent during 1944 following a 
decline of nearly 70 per cent during 1942 
and 1943. The estimated percentage 
changes over this period for the different 
types of consumer loans made by commer- 
cial banks are as follows: 


Dec. 31, Dec. 31, 

Type of credit Dee'3i, Dee's. 
1943 1944 
on. SEER ee ee ae —79 +16 
Repair and modernization loans. —62 —7 
Personal installment cash loans. —5l +12 
f  ABR y  ¢ eae —69 +10 


Check Developments 


An improved check form developed by 
the Vermont Savings Bank, Wilmington, 
Vermont, and described in the March, 
1943, issue of The Burroughs Clearing 
House, has been even further refined. 

The previous check layout already had 
many advantages. It made possible the 
writing of the cents amount as a whole 
amount, instead of as a fraction of a dollar. 
All the information needed for sorting and 
listing was concentrated on the right side 
of the check, and all other information was 
moved elsewhere. According to E. C. 
Mills, assistant manager of the bank’s 
Wilmington Office and originator of the 
check design, “more than 300 letters have 
been received from banks, ¢learing associ- 
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ations and printers requesting samples and 
also inquiring as to customer reaction.” 

Now, further improvement has been 
made by the following steps: 

1. Boxing the dollars and cents. 

2. Moving down the transit number and 
printing it in heavier type. 

3. Moving back the date line. 

4. Shortening the dollar amount line in 
the body of the check. 

“In using this form it has been our 
experience that it definitely can be handled 
more quickly and with fewer errors than 
any other form of check,” Mr. Mills de- 
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4 Lower form is check design recommended by Wisconsin Bankers Association 


Designed to be handled more quickly with fewer errors 


clares. ‘“‘We have also conferred with our 
Federal Reserve Bank and other banks 
handling a volume of checks, and this 
form of check has been very favorably 
commended.” 

° 


Standard checks offering a number of 
advantageous features have been designed 
by the Forms and Procedure Committee of 
the Wisconsin Bankers Association, and 
are being recommended to member banks 
for the following reasons: 

1. The date line, number of check and 
line for written amount are so arranged as 
to give prominence to the figure amount of 
the check. 

2. The spacing of check number and 
date line saves time in writing check. 

3. Separate “cents” space precludes the 
necessity of writing ‘‘and no/100,” also 
avoids confusion as to dollar amount. 

4. Both small and large size checks may 
be imprinted with name of customer. 

5. Sizes of checks are standard to A.B.A. 
recommendations: Pocket check, 64%" x 
234"; commercial check, 84%” x 3 1/16”. 

6. A survey shows the following time 
saving element: Proof operation, 20 per 
cent over most style checks now in use; 
bookkeeping operation, 14 per cent over 
most style checks now in use. 


o ° ° 


Notable Adaptation 


With a little alertness and ingenuity, 
banks can sometime adapt outstanding 
advertising ideas to their own use. 

A notable example of this comes from 
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WHY WE'RE CALLED A BANKER’S BANK 


Banking for bankers has always been a dominant characteristic of 


Bankers Trust Company. Services to banks, such as those listed above, 





are handled by specialized departments, and the entire Correspondent 
relationship is personally supervised by officers assigned to cover your 
section of the country. This explains why more and more banks are 
making active use of Bankers Trust Company Correspondent services. 


Inquiry is invited on any problem in which it is felt we can be of help. 


BANKERS TRUST COMPANY 





Member Federal Deposit Insurance Corporation 
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9 of SPEED 


It certainly looks as though post-war mail 
planes are going to fly faster than ever. 
That means one important thing to our 
Correspondent Banks: We'll clear transit 
items even faster than now—which, they 
tell us, is mighty fast! 


You see, The Pennsylvania Company 
is one of the nation’s largest users of air 
mail for check collection purposes, so, in 
effect, our speed is limited only by the 
speed of the airplane. 


We enjoy a very close relationship 
with our Correspondents . . . close, be- 
cause there are so many ways in which 
we can work together. Not only is The 
Pennsylvania Company a large bank, 
but it is also one of the oldest and largest 
trust companies in the U. S. 


All the experience we have accumu- 
lated is made freely available. It is part 
of our policy to be as helpful as possible 
to our Correspondents at all times. 


THE 


PENNSYLVANIA 
COMPANY 0: sinus o 


PHILADELPHIA 
MEMBER FEDERAL RESERVE SYSTEM 


LIVES AND GRANTING 
ANNUITIES ¢ Founded 1812 


FEDERAL DEPOSIT INSURANCE CORPORATION 
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Statistics made interesting 


St. Joseph, Missouri, where the Tootle- 
Lacy National Bank is running a series of 
thirteen exceptionally well-devised .news- 
paper advertisements devoted to the local 
farm market. 

The campaign was originally used by 
St. Joseph newspapers and radio station 
KFEQ in national trade paper advertising 
to publicize the productiveness of the terri- 
tory. It was awarded first prize as the 
best idea submitted at a recent meeting of 
the Midwest Advertising Managers Associ- 
ation in Kansas City. 

The entire series was purchased by 
Milton Tootle, III, vice-president of the 
Tootle-Lacy National Bank. Each adver- 
tisement contains some statistical infor- 
mation concerning a local farm product, 
adroitly presented in comparative form as 
the accompanying example illustrates. 

The only change made in the original ads 
is the tie-up with the bank. A box has 
been inserted at the bottom of-each layout, 
with the following standardized copy: 
“St. Joseph’s Prosperity is Linked with the 
Prosperity of Our Farm Territory. We at 
Tootle-Lacy invite your use of our com- 
plete banking facilities.” The bank’s 
signature follows. 


* ° SJ 


Bank Study Club 


Many tangible benefits have resulted 
from a Study Club developed by a number 
of senior employees of the Citizens National 





Trust and Savings Bank of Los Angeles. 

This club, organized in 1941, is a volun- 
tary group organized for the purpose of 
studying and improving internal bank 
operations, and to provide an opportunity 
for members to exchange ideas and infor- 
mation so that each may ‘acquire a better 
understanding of banking ‘Operations in 
general. As ideas and suggestions are 
developed by the group they,are submitted 
to F. R. Alvord, vice-president and cashier 
in charge of bank operations; who has on 
various occasions expressed his appreci- 
ation and given credit to the club for ideas 
presented to him. 

Limited roster. Membership of the 
Study Club is limited to ten, and it is 
required that each member attend regu- 
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larly and take an active interest in the 
work. Applications for membership are 
kept on file and prospective members are 
voted upon and elected by an absolute 
majority by secret ballot as vacancies 
occur. The membership roster includes 
junior officers, branch managers and senior 
employees. The following departments are 
represented to give a good cross section of 
the bank: Cashier’s, Credit, New Accounts, 
Control, Trust, and Personnel. 

While the club’s studies cover many 
phases of banking, particular emphasis is 
placed upon such subjects as: opportuni- 
ties to increase operating earnings, new 
sources of income, increased charges be- 
cause of increased costs, reduction of ex- 
pense through better operating methods, 











] “Now that you’re traveling 

@ somuch, Mrs. Fulton, in con- 
nection with your war work, why 
don’t you carry American Express 
Travelers Cheques instead of cash? 

' They’re spendable like cash and 
much saf2r.” 


3 “Sign cach cheque now, then 
@ when you spend each one— 
and not before—sign it again. 
That’s the way you identify your- 
self. No other identification is nec- 
essary.” 


2 “Hotels and stores, railroads 
@ and restaurants generally 
all know these cheques and are 
glad to accept them. Yet no one 
but you can spend them.” 


4 “Write the cheque numbers 
@ on the record form now. 
And as you spend them, fill in the 
dates. This helps speed up the re- 
fund if they are lost or stolen. 
Carry this record separate from 
your wallet.” 


Service LIKE THIS—service that costs the customer little—can 
make many lasting friends for your bank. For information 
or advertising material, write W. H. Stetser, Vice President, 
American Express Co., 65 Broadway, New York 6. N. Y. 


American Exyaredo 
TRAVELERS CHEQUES 





In writing to advertisers please méntion The Burroughs Clearing House 
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and better methods of developing and sell- 
ing various bank services. Considerable 
time and thought has been given to the 
preparation of a manual of operations for 
branch managers, and ideas have been 
developed on such topics as telephone 
expenses, overdraft privileges, methods of 
sorting checks, handling stop payments, 
collections, transportation, etc. 


> . ° 


G. 1. Loan Activity 


Many bankers are urging changes in the 
G. I. loan set-up to make it less compli- 
cated and more workable, before extensive 
demobilization occurs. Nevertheless, a cer- 
tain amount of loan activity has already 
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Disseminating information on G. |. home loans from Cleveland 





















Your Bank 


wo needs are increasingly evident as ownership of 
United States Savings Bonds broadens: (1) a careful 
record by holders enabling them to trace and establish 
ownership in case of loss or theft (2) information on the 
advantage of retaining rather than redeeming such bonds 
prior to maturity. Both needs are well met in the Record 
and Data Form above illustrated which we have pre- 
pared for the protection and information of holders of 
Savings Bonds. 


To serve their largest usefulness, we are putting these 
forms at the disposal of banks for free distribution to 
interested patrons. Already 1,000 banks have taken ad- 
vantage of our offer. If an officer of your bank will 
indicate the quantities you can use to advantage, we 
shall gladly supply, without charge, the number specified. 


HALSEY, STUART & CO. Inc. 


CHICAGO 90, 123 S. LA SALLE STREET » NEW YORK 5, 35 WALL STREET 
AND OTHER PRINCIPAL CITIES 





Available for 
Free Distribution 
to Patrons of 














In writing to advertisers please mention The Burroughs Clearing House 





taken place under the regulations, and 
individual banks are supplementing the 
A. B. A. educational drive to inform service 
men and the public as to the benefits 
available. ~~; 

The informative activity is taking a 
variety of forms, such as publicity, news- 
paper advertising, radio broadcasts, book- 
lets, etc. 

For example, the Second Federal Savings 
and Loan Association of Cleveland re- 
cently staged a half-hour panel discussion 
over the radio, covering the home loan fea- 
tures of the act. Top officials in that area 
for the Veterans Administration and the 
FHA participated. C. W. Grove, president 
of Second Federal, presided. Asking ques- 
tions in behalf of G. I. Joe was Dave 
Baylor, a war correspondent of WGAR 
just back from six months overseas. The 
experts answered his queries, and dis- 
cussed the workings of the act. 

Business loan ‘“‘first.”” Most of the 
G. I. loans to date have been for the pur- 
chase of homes, but the Hamilton National 
Bank, Washington, D. C., has obtained 





Veteran goes into meat -usiness 


publicity by making the first business loan 
under the regulations. It was made to a 
Navy veteran of the South Pacific for the 
purchase of a refrigerated truck to enable 
him to go into the wholesale meat business. 
The accompanying news photo of the 
transaction shows the veteran at the left 


-receiving his loan from Wilmer J. Waller, 


right, president of the Hamilton National, 
while the veteran’s business partner looks 
on. Incidentally, Mr. Waller’s bank is 
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Part of bank’s program to increase consumer credit efficiency 


° 


also said to have made the initial FHA 
Title I loan after the enactment of the 
National Housing Act. 


+ ° ° 


Consumer Credit Plans 


Like many other banks throughout the 
nation, the Garfield (New Jersey) Trust 
Company is preparing to expand its activi- 


ties in the consumer credit field in the post- 
war period. However, in view of the in- 
creased competition which it foresees will 
exist. in this field, the bank realizes the 
necessity for bringing its procedures for 
handling’ consumer credit up to peak 
efficiency if it is to derive adequate profit 
from the operation. From Harold D. 
Terry, secretary, comes an account of 
what the bank is doing in this regard. 
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obligation. 


Gentlemen: 





One of the greatest opportunities for profit is knock- 
ing at your door, Mr. Banker. State Farm Mutual’s 
6,000 agents hold the key to four billion dollars’ 
worth of postwar consumer credit. State Farm’s 
more than a million policyholders represent pre- 
ferred risks for auto financing business. Find out 
more about this great profit opportunity without 


Please send us new free booklet which tells how the State Farm 


Bank Plan will help us get our share of America’s billion dollar 
pestwar car financing business. 
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One factor expected to contribute to the 
more efficient operation of the department 
is a new credit information form, designed 
to supply a maximum of information 
with a minimum amount of effort. In this 
connection, Mr. Terry writes: 

Four advantages. “The credit informa- 
tion form is designed to compile the essential 
data on a compact 8 by 5 inch card, for 
ease of handling. Our first step in the 
installation of this card was to record all 
previous experience on all borrowers, and 
by this step we saved considerable filing 
space as an initial benefit. 

“The second advantage is derived from 
the expediting of credit applications, the 
ease of handling credit inquiries from out- 
side sources, and of recording them. 
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“A third benefit, and one of primary 
importance, is the compiling of a mailing 
list for our initial promotion of consumer 
credit when industry converts to civilian 
production. There is a space provided in 
the right-hand corner of the card for 
notation of the date and type of advertising 
material forwarded to the prospect. 

“As a fourth advantage, the card pro- 
vides pertinent information of assistance in 
determining collection procedures in the 
case of delinquent obligations. For ex- 
ample, where the borrower has a mortgage 
loan with the institution which denotes a 
substantial equity in real estate, the bank 
may not wish to be as strict in its collection 
policy as it would be otherwise.” 

Plan for dealers. Mr. Terry adds that 
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The Survey of the Year— 


A succinct...comprehensive study 
of the “OFF BOARD” MARKET 
available to you NOW! 


: . .. Have you ever wished for a réally comprehensive 
: study of the “off board” or “over-the-counter” 
market? If so, you won’t want to delay sending for 
a copy of “The Off Board Securities Market.” 


. . . Readable and comprehensive, it traces the his- 
tory of trading in this market from its beginnings, 
emphasizing the part it has played—and still plays 
—in the nation’s financial machinery. 


. . . Since it is packed with facts and information, 
you'll want to keep this unique booklet on your 
: desk for continuous reference. It presents one of 
= the most concise and penetrating analyses of the 
various functions of the “off board” market—in- 
cluding Underwriting, “Secondary Distributions” 
and Trading—that has ever been written. 


. . . We will be happy to send you a copy of this 
valuable booklet without cost or obligation. Just 
phone or write for “The Off Board Securities 
Market.” It will be mailed to you promptly. 


MERRILL LYNCH, PIERCE, FENNER & BEANE 


Underwriters and Distributors of Investment Securities 
Brokers in Securities and Commodities 


Offices in 87 Cities 
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the bank intends .to expand its consumer 
credit operations both on a direct and 
dealer basis when the war ends. ‘‘Most 
banks have been in the consumer credit 
field on a direct basis and may be able to 
expand in this direction without much 
change in their forms and procedures,” he 
points out. “However, surveys indicate 
that many banks are contemplating their 
expansion on a dealer basis also. In mak- 
ing plans along this line, many of the 
smaller institutions may be neglecting a 
very important phase of obtaining business 
through dealer relationships. That is the 
streamlining of forms and procedures. 

“Our experience indicates that it is 
essential that all red tape be eliminated for 
the benefit of the dealers,” Mr. Terry con- 
tinues. “This requires all-inclusive forms 
requiring as few signatures as possible, a 
method of handling applications and credit 
by telephone and mail, and speedy answers 
for the dealers. 

“For the past year we have been pro- 
moting dealer good will and establishing a 
plan of working with them,” Mr. Terry 
states. “In addition we have improved 
our chattel mortgage forms; also our con- 
ditional sales contract, which now includes 
the application blank, note and contract 
all on one form. We are presently engaged 
in outlining an internal system for han- 
dling this type of credit.” 
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View on National Debt 


Contrasting with some of the dolorous 
predictions that have been made, an 
optimistic viewpoint regarding the national 
debt and the future standard of living in 
this country is taken by Gerald S. Nollen, 
president of Bankers Life Company, Des 
Moines. 

“We must recognize that the huge 
Federal debt presents new problems, but, 
given reasonably intelligent management 
of our government, individual and business 
affairs, those problems can be met by 
following constructive action which avoids 
the obvious blunders of the recent past,” 
Mr. Nollen states. “With our vast natural 
resources and the recently developed instru- 
mentalities available for constructive use 
in the promotion of our national economic 
affairs, we are in position to carry the 
burden of our debt and at the same time 
to enjoy greater prosperity than the 
country has ever experienced.” 

In view of the fact that individuals and 
corporations have tended to reduce their 
debts instead of plunging into new debt, 
Mr. Nollen believes that “many elements 
in the economy of the country are on a 
sounder basis today than they were at the 
time of World War I.” 
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Inter-American Council 


Bankers have a predominant role in the 
newly organized Council for Inter-Ameri- 
can Co-operation, Inc., whose objective is 
to promote hemispheric co-operation and 
understanding. 

President of .the Council is Joseph C. 
Rovensky, vice-president in charge of the 
foreign department, The Chase National 
Bank. Chairman of the board of trustees 
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under which the Council will operate is 
W. Randolph Burgess, vice-chairman of the 
board, The National City Bank of New 
York. 

Other banker members of the board of 
trustees enlisted to date are: Orson Adams, 
Jr., vice-president, First National Bank of 
Boston; Frederick E. Hasler, president, 
Continental Bank and Trust Company, 
New York; Rudolph S. Hecht, chairman, 
Hibernia National Bank, New Orleans; 
Benjamin E. Young, vice-president, Na- 
tional Bank of Detroit. 

A liaison agency. The Council will con- 
tinue some of the activities initiated by the 
Office of the Co-ordinator of Inter-Ameri- 
can Affairs. However, its primary function 
will be to extend services to other organi- 
zations. ‘“‘We want to do nothing that 
someone else is doing, and nothing which 
we can inspire others to do,” explains Mr. 
Rovensky. ‘“‘We shall encourage organi- 
zations which are not doing all they might 
do to promote Inter-American co-operation, 
as well as to stimulate others to undertake 
activities which will advance hemispheric 
understanding.” 

Raymond T. Rich, who served as direc- 
tor of Inter-American Centers in the Office 
of the Co-ordinator of Inter-American 
Affairs in Washington, is director of the 
new Council. Its temporary headquarters 
are at 30 Rockefeller Plaza, New York. 
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Paris Branch Reopened 


In his “Report from France” which 
appeared in the February issue of The 
Burroughs Clearing House, Frank Plachy 
cited the importance of an early resumption 
of normal banking relationships between 
France and other countries. 

A step in this direction is seen in the 
reopening of the Paris office of the Guar- 
anty Trust Company of New York, an- 
nounced March 2. Vice-president Robert 











Paris office, Guaranty Trust Company 


F. Loree, head of the bank’s foreign depart- 
ment, and former American officials of the 
Paris office who came to New York during 
the period of German occupation, have 
been in Paris in recent months making 
arrangements to re-establish operations 
there. However, the business conducted 
by the branch is still subject to licensing, 
exchange control and other regulations. 

The Guaranty Trust Company has main- 
tained an office in Paris since 1917 at 4 
Place de la Concorde. 
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FOR FASTEST DELIVERY ship early in the day — as soon as 
package is ready. War traffic comes first, of course. But with more 
planes being put into Airline service, more space is available for other 
important goods. 


WHEN TIME MEANS MONEY, Air Express charges are cheap. A 
critical shipment weighing 25 lbs., for instance, may be the means of 
saving days and thousands of dollars. Yet it travels more than 1,000 
miles for only $8.75 — at a speed of three miles a minute, with special 
pick-up and delivery in all U. S. cities and principal towns. 


THOUSANDS OF FIRMS everywhere are using Air Express with 
efficiency and economy. Service is direct by air between hundreds of 
airport towns and cities, while rapid air-rail schedules serve 23,000 
off-airline points in the United States. Direct service to scores of 
foreign countries. 


WRITE TODAY for “Quizzical Quizz,” a booklet packed with 
facts that will help you solve many a shipping problem. Railway 
Express Agency, Air Express Division, 230 Park Avenue, New York 17. 


Or ask for it at any Airline or Express office. 














GETS THERE FIRST 


Phone RAILWAY EXPRESS AGENCY, AIR EXPRESS DIVISION 
Representing the AIRLINES of the United States 

















THE BURROUGHS CLEARING HOUSE—April, 1945 


SRNR Ee SS OS SS SSE TREES SIE SSE TE BEES EEE SESE TTI TPE 


Peep ae ni EEE SSS SSSSTSUS TS gpee, teat edits cep cities OER OE ACL A eee sen aa eae ee R en esed sna danne renee eee ee nee 











CORPORATE AND PERSONAL TRUST SERVICES 


MEE ES 
SRR 





CONTINENTAL ILLINOIS 
NATIONAL BANK 
AND TRUST COMPANY 
OF CHICAGO 







COMMERCIAL BANKING 


FOREIGN BANKING FACILITIES 


UNITED STATES GOVERNMENT AND 
MUNICIPAL SECURITIES 


SAVINGS DEPARTMENT 












MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 











Sala a eee RE 


AER RAAT E CT OPN 8 A AeA RN 


Sosa ise eon emma mn enh einen ieee 


In writing to advertisers please mention The Burroughs Clearing House 











VOL. 29, NO. 7 





he Burroughs 
Clearing House 


13 
Sos SERS gE SSS Se ee 


APRIL, 1945 








Here Mr. Boushall (center) is shown greeting W. C. Trueheart (right), cashier, Chesterfield County 


Bank, Chester, Virginia. 


At the left is Anton C. Adams, vice-president and cashier of the host bank 


A country banker pays a visit to Mr. Boushall’s bank and finds that his call is a profitable one 


TIMELY AND SPECIFIC HELPS 





Correspondent Service 


The objective: To aid other banks in setting up programs 
of broadened usefulness in their respective communities 


T the outset I should like to 
A clarify matters by stating frankly 
that The Morris Plan Bank of 
Virginia is not a major correspondent 
banking institution. I should not want 
to appear in the wrong light by making 
it appear so, although we do have a 
nice group of correspondent accounts. 
At the same time, the program of 
service we are prepared to render our 
correspondents is said to be rather un- 
usual both in its scope and in our will- 
ingness to be specific about the help 
we have been extending and can extend 
now and in the future. For this rea- 
son, I have been asked to go into some 
detail concerning it. 


By 
THOMAS C. BOUSHALL 


President, The Morris Plan Bank of Virginia, 
Richmond, Virginia 


Many banks still think of satisfac- 
tory correspondent relationships in 
terms of prompt and efficient routing 
of items, investment advice, handling 
security transactions, credit informa- 
tion, and the like. We, of course, 
recognize the importance of these 
activities, but in addition we are offer- 


ing specialized assistance that goes 
considerably beyond this. 

Before launching into the particu- 
lars, a little background information 
seems indicated. The Morris Plan 
Bank of Virginia was organized twenty- 
two years ago as a “bank for the indi- 
vidual,” serving popular credit needs 
through the extension of amortized 
loans. In the course of time it was 


found that some customers needed 30-, 


60-' or 90-day loans or other types of 
credit, and these were made available. 
Eventually we branched out into the 
handling of commercial loans and busi- 
ness accounts. About six years ago 
we began to solicit correspondent 
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accounts, although we have only been 
really active in this field for the last 
four years. 

The Fifth Federal Reserve District 
constitutes our major correspondent 
territory, although we do have ac- 
counts scattered throughout the East. 
In the past we have largely promoted 
this activity throtigh all-day meetings 
on timely subjecfs. To these sessions 
we have invited in rotation representa- 
tives from about twenty-five corre- 
spondents, and we have included six 
or eight invitations to prospective 
accounts. Recently we developed a 
comprehensive brochure citing in de- 
tail the services available to corre- 
spondent banks without charge. Both 
promotional mediums have produced 
good results. When the manpower 
situation eases we plan to take our 
program to the prospective corre- 
spondent banks direct, through per- 
sonal representatives. In the mean- 
time we have gradually acquired a 
number of correspondent accounts to 
whom we have demonstrated our use- 
fulness, so that resulting testimonials 
and word-of-mouth advertising have 
given the program impetus. We feel 
that we have laid the foundation for 
a very considerable future expansion. 


‘THE broadening,of our own bank’s 

services to the public has been in line 
with our belief that it is banking’s 
responsibility to meet all the financial 
needs of the community. This is like- 
wise our approach in offering assistance 
and co-operation to correspondent 
banks. 

The question we raise to them is: 
Are you doing everything possible to 
be of maximum usefulness to your local 
community? 

More specifically, we ask: Are you 
making loans to every worthy indi- 
vidual on terms to meet his needs and 
on terms he can meet? Are you mak- 
ing loans to every local business in 
keeping with its needs cn terms it can 
readily meet and to the full extent it 
can soundly borrow? Are you financ- 
ing the sale of automobiles and trucks 
for every good local dealer to every 
good local farmer and town resident? 
Will you finance the sale of farm 
machinery for every good implement 
dealer to every good farmer? Will you 
lend money for every sound home 
owner or farm owner to modernize his 
home or farm on terms that enable 
each to bring his home or farm to best 
condition, thus building up and pre- 
serving the whole tone and value of 
the community? Would you make 
term loans to businesses for capital 
improvement over long enough periods 
to enable them to repay the loans con- 
veniently out of earnings? Are popu- 
lar checking services, special savings 
accounts, money orders and other such 
modern facilities available in your area 
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INVESTMENTS . 





. . J. Joseph May, vice-president, reviews a portfolio 


problem with Mr. Trueheart, discusses rate outlook 


CONSUMER CREDIT . . 





. Getting first-hand information on use of 


compact liability ledger card to record credit experience, facilitate fast reference 


Country banks are encouraged to meet all local financial needs 


to stimulate more public use and 
acceptance of banks and bankers? Do 
you advertise all of these services in 
the newspaper, by letters, and other- 
wise to make the people want to use 
the banks? Do you enable local busi- 
ness to negotiate loans through you, 
their local bank, in excess of your legal 
limit through the co-operation and 
participation of a wide-awake corre- 
spondent bank? 

In cases where banks are not doing 
these things, or would like to do them 
to a more intensified degree, we offer 
to co-operate with them in setting up 
such a program of broadened useful- 
ness to the community. 

Where we can be most helpful, we 
feel, is in connection with the develop- 


ment and handling of consumer bank- 
ing loans. Fourteen different types of 
these loans now are being made by our 
bank. We are convinced that all of 
them can profitably be handled in 
practically every type of community. 
Our bank has had experience in mak- 
ing nearly 700,000 loans in this cate- 
gory, and since “skill to do comes of 
doing,’ we have learned many things 
about this increasingly important phase 
of banking that cannot be found in 
books or manuals, since such texts 
must be somewhat general to fit bank 
situations nationally. 

For example, we do not check endors- 
ers on notes covering consumer loans. 
We found that it was costing us $10,000 
to $15,000 a year to do so, whereas we 
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BANKING FORMS . 





. Edgar C. Gatewood, assistant cashier, shows 


Mr. Trueheart a manual of the bank’s forms. Sets are available to correspondents 


BANK PROMOTION . 


suggests some timely topics for bank advertising. Pre-publication proofs are sent 
to correspondents 





. . Assistant Vice-president R. M. Berkeley 


In tune with the trend toward vitalized correspondent relationships 


might be subject to losses totaling only 
$800 to $900 annually through such 
omission. This is just one of the many 
details we have worked out in placing 
our consumer credit operation on a 
streamlined, mass production basis. 
Such knowledge can only be passed 
along through a personalized relation- 
ship with other banks. In many cases 
the answer to a given question may 
depend upon the local competitive 
situation. It might be argued that 
now is not a propitious time to em- 
phasize assistance in regard to con- 
sumer banking loans, in view of the 
wartime slump in the volume of such 
credits. However, more and more 
banks are seeing the wisdom of making 
sure ahead of time that they are 


ready for tomorrow’s banking needs. 

We are prepared to place at the dis- 
posal of our correspondents full infor- 
mation as to our method of developing 
consumer banking loans, the way we 
have handled them on our books, how 
we have collected them and _ safe- 
guarded our bank against loss. Some 
of the questions we offer to answer to 
the best of our ability cover such 
matters as: 

1. Forms. What special forms are 
required for handling this type of busi- 
ness? 

2. Rates. What discount rates 
should be charged to cover cost of 
money, interviewing and operating 
expense, credit losses, and a fair profit 
from each of the fourteen types of con- 
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sumer banking loans? Should any 
“service charge” be made over and 
above interest charges? 

3. Credit policies. What credit in- 
formation is required concerning the 
borrower, co-maker, dealer? Is it 
necessary to get a credit bureau re- 
port, and what is the best way to set 
this information up for analysis? What 
appraisal is necessary for the various 
types of collateral offered? What 
occupational classifications and income 
brackets are entitled to loans without 
endorsers or collateral? Is it necessary 
to verify employment of borrowers and 
endorsers? How much can be safely 


_ loaned to people in the various income 


brackets? What duration of residence 
and length of employment is regarded 
as satisfactory, with regard to the bor- 
rower’s credit standing? What effect 
does the ownership of real estate have 
on his credit rating? Is it necessary to 
verify signatures on notes? 

4. Accounting. Should each type of 
loan be kept under a separate control? 
Should payments be credited on the 
back of the note or on the ledger 
card? What reserves should be set 
up to take care of losses? 

5. Auditing. What is the proper 
auditing procedure for consumer bank- 
ing loans? What accounts should be 
verified directly with customers? How 
often should audits be made? 

6. Collections. How soon should 
first notices go out to delinquent bor- 


‘rowers? How many subsequent notices’ 


are necessary? When are co-makers 
notified? What charges should be 
made for failure to make payments on 
or before due dates? What policies 
should be followed when a borrower 
requests a hold-over, extension, or re- 
financing? When should automobiles 
or other chattels be repossessed and by 
whom? When should accounts be 
turned over to an attorney for collec- 
tion? When should suit be entered? 
What is a normal percentage of ac- 
counts thirty days delinquent? Sixty 
days delinquent? Ninety days or 
more delinquent? What reports should 
be required from the collection depart- 
ment? When should an account be 
charged off? Is it profitable to try to 
make recoveries from charged-off ac- 
counts? 

7. Business development. What are 
the most profitable kinds of advertis- 
ing in developing consumer banking 
loans? Who are your best prospects? 
Where can you get their names? 


"THE foregoing are only a few of the 
literally hundreds of questions to 
which proper answers are being sought 
by banks now in, or contemplating 
entering, the consumer banking field. 
Bankers have asked why we are ap- 
parently so willing to “give away our 
secrets” in the successful operation of 
See CORRESPONDENT SERVICE—Page 44 
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ANKERS, on their own oft-re- 
B peated confessions, have a slight 

edge on the side of conservatism. 
Therefore, I thought they would be 
among the last to profess woman’s 
success in a man’s world. 

My amazement increases constantly 
because of the testimonials bankers 
offer, the facts they volunteer, the 
approval they express when: they are 
asked pointed questions about women 
in banks. They are surprised I im- 
agine when they make these answers 
to my specific queries, for the answers 
belie their accepted philosophy of a 
short time ago. Specifically they 
approve, psychologically they do not 
know how to adjust to the phenomena 
of their own changed point of view. 

Emergency needs drove banks to 
the compromise of entrusting an in- 
creasing amount of work to women. 
They were more surprised than the 
women when the neophytes filled the 
bill, but manlike they have been big 
enough, and gracious enough to be 
their usual gallant selves and admit it. 
Some of them say women deserve 
credit and they give it, others say 
women have done an admirable job, 
but they fefuse to recognize it as a 
serious contribution, or a lasting factor. 
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Women 7” loday's 
BankInc Wor.tp 


By 
DORCAS CAMPBELL 


Author of “‘Careers for Women in Banking and Finance,” and 
Assistant Secretary, East River Savings Bank, New York 7, New York 


Although giving men credit for recognizing women’s 


services during the war emergency, the writer holds 
that an element of unreality still exists as to the 
feminine role in banking ...and as partial evidence 


of this fact she presents the accompanying cartoons 


One man attempts to prove this 
point by telling of his experience with a 
secretary. She had finally left his 
office after ten years of a dual role of 
work and marriage. He said that was 
the trouble, women don’t last on the 
job. Pinned to the wall, he admitted 
that male turnover also presented 
problems. But, he said with a pro- 
found shake of his head, the resignation 
of men is legitimate. They must ac- 
cept better jobs when opportunity 
arises, they must go where they can get 


The author finds an incongruity between 


better pay, they should go to school 
and improve themselves for new jobs, 
and they must go to war, even if they 
never return to us.. Women on the 
other hand quit their jobs for marriage 
as if they were merely obeying a whim 
and the employer is robbed of the 
daily helper he had trained. 

Here was a man, and he is multiplied 
a thousandfold in this generation, who 
was blind to the loyal service given for 
a decade because of the reason for her 
final resignation. He was blind to her 











“1 had to do all that chasing to 
the bank before they got girl 
tellers.” « 








of rubber if it’s bad, Miss Carter.”’ 





Consolidated News Features, Inc. 








“You're just the peachiest old 
. thing for taking this perfectly 
darling loan!” 





some of these cartoons whid 











“expose” 
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“But really, what would a man know about the banking 




















“It’s been a great business getter!” 








Banking 


Publishers Syndicate 


Miss Campbell has compiled a collection of cartoons depicting women in banking 


contribution because he had definite 
foreordained notions about all women. 
He has adjusted to the fact that he 
can’t hire minors in business, and now 
sees it is to the advantage of our social 
ideals; he has adjusted to the practice 
of losing employees over «sixty-five 
when they are pensioned; but he has 
not adjusted to the fact that women, 
and rightly, will marry. Neither does 
he acknowledge that in spite of mar- 
riage, women are working a greater 
number of years in today’s economy 


and men are working a fewer number of 
years. The government statistics on 
women who work and the dependents 
they support are staggering. 

Women are in banking to stay in 
spite of tradition, or their own wishful 
thinking about the cozy and protective 
joy of a cottage built for two. In 
today’s economy, which we won’t 
blame on the banker, women must 
work. Whether the women face that 
fact or not, they know it indirectly. 
And, because they sense the fact that 


feminine foibles, and women’s new stature in banking 


they must work part or all of their 
lives, they look upon a bank as a 
welcome atmosphere, and luckily for 
them progressive bankers today are 
prepared to give them credit where 
credit is due. 

Increased draft requirements re- 
cently have caused a series of new 
problems for banks. Would that mean 
more opportunities for women? Would 
women still rate as they did eighteen 
months ago? I decided to go to the 

See WOMEN IN BANKING—Page 48 





THAT FEMININE TOUCH 


**May I borrow a half-cup » of quar- 
ters, Miss Jones?’’ 





The Teller (The Detroit Bank) 


LIFE’S LITTLE PROBLEMS» 


“It was either bring Herby with 
me—or be an absentee.” — 








The Teller 


“From now on, ‘Rech rn a ten 
to our banking!” 
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hor Berrer Data | 
on Karm borrowers 


OST country bankers are anx- 

ious to lend to farmers, but 

thousands of them have been 
discouraged by the difficulties involved 
in collecting enough information about 
farm enterprises to put their farm 
loans on a sound business basis and to 
keep them out of the criticized or 
“special mention” categories in exami- 
nation reports. 

Acting on the belief that thorough- 
going, scientifically contrived farm 
credit information forms would go a 
long way towards solving at least one 
important phase of this problem, a 
group of New York State country 
bankers, working as a subcommittee 
of the New York State Bankers 
Association, have just put the finish- 
ing touches on a farm credit file 
designed as a tool in the development 
of water-tight information on farm 
borrowers. 

The file, which made its initial 
appearance at the Fourth Annual 
Farm Credit School of the New York 
State Bankers Association in Syracuse 
in October, 1944, is the product of 
months of research on the part of 
Burr P. Cleveland, president of the 
First National Bank of Cortland, 
assisted by experienced agricultural 
bankers, agricultural educators, and 
representatives of State and Federal 
supervisory authorities. 

Mr. Cleveland’s committee includes 
Dr. Van B. Hart, extension professor 
in farm management, New York State 
College of Agriculture, Cornell Uni- 
versity, Ithaca; B. C. Rushlow, vice- 
president of the Watertown National 
Bank, Watertown; Otis A. Thompson, 
president of the National Bank and 
Trust Company, Norwich, and past 
chairman of the Agricultural Commis- 
sion of the American Bankers Associ- 
ation. The committee was assisted 
in its task by helpful suggestions by 
Frank Krippel, chief national bank 
examiner, Second Federal Reserve 
District, New York City; Charles H. 
Schoch, deputy superintendent, New 
York State Banking Department; Ray 
M. Gidney, formerly vice-president of 
the Federal Reserve Bank of New 
York and now president of the Federal 
Reserve Bank of Cleveland; and 
Howard S. Lahman, acting supervisory 


C. A. HEMMINGER 


Director, News Bureau, New York State Bankers Association 


Developed by a group of experienced country bankers, 
and pre-tested in actual use by a dozen banks, this 
farm credit file has aroused enthusiastic comments. 
It was carefully designed to provide ample facts on 


borrowers, with simplified forms which cut red tape 
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1, the undersigné@d, make the following statement of all assets and liabilities at the close of business on date named below | 





















































and give other material information for the purpose of from you advances on notes and bills bearing my signature or 
endorsement, and for obtaining credit ¢ lly upon present and future applications. 
FINANCIAL CONDITION AT CLOSE OF BUSINESS ON THE 10. DAY OF Sates ws 
ASSETS (WHAT I OWN) Omit Cents LIABILITIES (WHAT 1 OWE) Omit Cents 

Farm Lands and Buildings § 46n0 Mortgages on Farm $ S00. 
Other Real Estate Y Mortgages on Other Real Estate x 
Trucks, Tractors and Automobiles 700. Sages Paysite to Brakees ond Miediente go. 
Oe Farm Reckony wad PP be ee qb 

: Ss ’ PER Me hee ta ede ane ae ar 


LIVESTOCK APPRAISAL SHEET 


is same lobae/ Med __ amon emcee leuyurhere! AG _ 


. if F Estimated 
Ate Present 
Ear Taés, Color, ete. 


Gla! Walatinin) Cur bspuse Bt _b s 


ee a ees sa 


MACcHINERY AND EQUIPMENT 


VALUE 
cost ae O€SCRIPTION 
Corn 






































MAKE 
AND NO. 








Corn 
19.35 me 























ee ll rl 


























examiner, Federal Deposit Insurance 
Corporation, New York City. 

In the early fall of 1943, Mr. Cleve- 
land and his group launched into a 
long series of meetings during the 
course of which they studied hundreds 
of comparison statements, history 
sheets, advance and repayment sched- 
ules, appraisal forms, and all of the 
other tools of farm lending. Each 
form was discussed from every point 
of view, alternately expanded and 
shortened, revised and rewritten, torn 
apart, and put back together again, in 
an effort to arrive at the kind of ques- 
tions that would develop the facts 
every banker should have, and, at the 
same time, would not strike the farmer 
as being needlessly detailed. 


Even the Federal ‘Reserve recom- - 


mended farm credit statement came 
in for criticism at these meetings, with 
the result that the Federal Reserve 
Bank of New York has produced two 
new forms of statement—a revised, 
simplified version of the regular, or 
long, form (CR 114) and a short form 
(CR 151) which develops a little less 
information, but which will supply 
the basic needs of most banks. On 
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both the long and short forms as they 
now stand, items on the asset and 
liability sides are arranged in the 
order of their importance to the 
farmer, not in the traditional order 
followed in corporation and personal 
statements, where quick assets and 
liabilities are listed first. According 
to Mr. Cleveland, this is because 
farmers resent answering questions 
about their cash position as the first 
step in qualifying for a loan. 

“Did you ever take one of the regular 
form statements and when interview- 
ing a farmer on an application for a 
loan, ask him, first, how much cash 
he had on hand and in the bank?’ 
Mr. Cleveland asked a group of bank 
men at a recent meeting. 

“If ‘you did,” he declared, “‘it is 
more than likely that the farmer said 
to you, ‘If I had cash in the bank, I 
wouldn’t be asking you for a loan.’ 

“Put yourself in the farmer’s posi- 
tion —wouldn’t it be a little disconcert- 
ing to learn that the bank is more 
interested in your cash and securities 
than it is in the amount you have 
invested in your operations and that 
it rates your quick assets higher than 


your managerial ability and the other 
factors that really determine whether 
you are operating a sound, credit- 
eligible enterprise?” 

The committee gave the same scru- 
pulous attention to every other type 
of farm credit instrument, both from 
the accounting and the human point 
of view. By May, 1944, the com- 
mittee’s work sheets were as marked 
and scarred as an AAF bomb target in 
Germany. But the committeemen 
were pretty sure that they had, at long 
last, evolved a workable set of forms, 
which, properly used, would reflect an 
undistorted picture of. the applicant. 
The forms cover the present financial 
condition of the farmer and his prog- 
ress from year to year; they contain 
an evaluation of his income producing 
property, a record of his loans and 
advances, and their purposes; his plans 
for repayment; personal data about 
him and his family; management fac- 
tors affecting his income; the class of 
land on which he is operating, and 
other essential information. The com- 
mittee, at this point, believed that in 
use the forms would reveal the true 
soundness of farm loans, minimize the 


All credit forms are filed in three-compartment manila folder, helping to systematize the information 








Sample Copies Available 


Through the courtesy of the 
New York State Bankers Associ- 
ation, individual copies of the 
credit folder may be obtained 
upon request. Order forms will 
accompany each specimen set, 
indicating the prices on quan- 
tity lots. Inquiries should be 
directed to Albert L. Muench, 
secretary, New York State 
Bankers Association, 33 Liberty 
Street, New York 5, New York 

































SCHEDULE OF ADVANCES AND REPAYMENT AGREEMENTS 
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work of the banker in setting an ade- 
quate liquidation program, and greatly 
reduce the possibility of loans being 
made out of proportion to net worth 
and ability to pay. 

Nonetheless, the committee mem- 
bers were determined that no general 
announcement of their findings should 
be made until after the file had been 
thoroughly tested. To accomplish 
this, they supplied specimens to a 
dozen New York State banks engaged 
in lending in various sections of the 
state. Each bank was asked to put 
the forms to use and at the end of 
three months to write a report in which 
no punches were to be pulled. 

The try-out period ended in early 
October, just before the Farm Credit 
School, where the reports from these 
twelve banks were read. The verdict 
was one of unanimous and enthusiastic 
endorsement. Only a few changes — 
most of them minor—were recom- 
mended. The result is that the file 
has been prepared in large quantities 
for agricultural banks in New York 
and elsewhere. 

“We believe that the use of this file 


_ will meet many objections bank exam- 


iners raise against farm loans,” Mr. 
Cleveland says. ‘“‘Our early research 
revealed three principal reasons why 
examiners criticized farm loans. These 
were (1) lack of sufficient credit infor- 
mation in documentary form, (2) in- 
adequate liquidation programs, and 
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(3) large loans based on present high 
price levels. 

“Furthermore, unless the banker is 
armed with all’ the facts, he may find 
he is seriously underestimating or over- 
estimating the risk involved, or that 
the terms have not been properly 
drawn to coincide with the farmer’s 
earning period.” 


HE farm credit file is a manila folder 

with three compartments, contain- 
ing statements, informational forms, 
miscellaneous forms, and letters, dis- 
charges, and releases. 

The contents are arranged in the 
following order: 

Comparison Statement—This state- 
ment is designed to provide a quick 
picture of the borrower’s financial 
progress. The committee found that 
most comparison statements were pri- 
marily for corporation and individual 
use and did not fit into farm financing 
operations. Hence, the new compari- 
son statement is arranged to conform 
to farm needs. A valuable addition is 
a schedule which shows year to year 
changes in the number of horses, cows, 
young stock, poultry, hogs, and the 
like. These can be readily related to 
the values indicated in the original 
farm credit statement. A clear picture 
of the trend in values is important. 
Many times it has been found that a 
borrower may increase his indebted- 
ness with the bank from year to year 


Objective: To supply facts bankers need, without unnecessary detail 
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while his line shows little or no reduc- 
tion. On the other hand, he may 
have improved greatly his net worth 
by adding to his live stock, buildings, 
land, or equipment. 

Farm Credit Statement—The speci- 
men files sent out contain the long and 
short form of the Federal Reserve 
statement. However, many banks 
have developed adequate statements 
on their own. In cases where present 
statements answer all the important 
questions, the continued use of the old 
statement is perfectly justified, accord- 
ing to the committee. 

Live Stock Appraisal Sheets —This 
sheet is designed for use in making 
current appraisals of live stock. The 
committee recommends that the ap- 
praisal should be made when the loan 
originates and at the time of renewal 
of chattel mortgages. (The easiest 
time to make appraisals is during the 
winter months when the stock is 
housed.) 

Machinery and Equipment Inventory 
— The final form in the first section of 
the folder was developed from a farm 
inventory form designed by the New 
York State College of Agriculture. 
This schedule should be obtained at 
the time of the next inspection of the 
loan or when a new credit statement is 
obtained. 

Schedule of Advances and Repayment 
Agreement—This form, which comes 
under the general heading of “‘Infor- 
mation,” is for the purpose of correct- 
ing one of the weaknesses of many 
farm files. The committee believes it 
necessary not only to have a repayment 
plan with the farmer, but also to have 
a memorandum of it. The schedule 
shows the purpose of the loan, from 
what income the farmer plans to pay 
the loan back, and the amount and 
frequency at which payments are to 
be made. 

History Sheet —Also under the head- 
ing of “Information” is the original 
history sheet. The committee has 
suggested that this sheet should be 
filled out completely since it involves 
many of the intangible factors in 
credit, such as the farmer’s standing 
in the community and his attitude 
toward debts. Ability, experience, 
and business judgment are very impor- 
tant to the successful retirement of 
farm obligations. Space is provided 
on this form for the description of the 
farm, number of acres being tilled, 
number of acres of pasture and: wood- 
land, and the farm’s present value. 
It also covers the adequacy and condi- 
tion of equipment, the type and extent 
of insurance coverage, the sources of 
credit the farmer has used in the past 
and his repayment record, and other 
pertinent subjects. Most of the infor- 
mation called for in the form is gener- 

See FARM CREDIT FILE—Page 46 
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Mr. Law cites the part that country banks can play in the post-war loan program 


anking’s Job Augean 


One of the Southwest's leading bankers sees ending of 
“housecleaning period, new assumption of loan risks 


as they saw the economic clouds 
approaching. 

By 1933 many had gone under as 
they received the full force of the 
storm. 

Banks that survived made an inten- 
sive effort to clean house, to eliminate 
risk holdings, and to become as liquid 
as possible. This could be called the 
“riskless loan period.” 

During the same period the govern- 
ment set up many loan agencies to 
take care of various needs. Some of 
them served a very laudable purpose, 
in rescuing individuals and _ enter- 
prises hit by the depression, and later 
in aiding war financing. 

Now the banks are in the finest con- 
dition of their history. They are 
“clean as a whistle.’ In fact, the 
national bank examiner for this district 
informs me that there is not a single 


|g 1929, banks began to retrench 





By 
F. M. LAW 


Chairman of the Board, First National Bank 
in Houston, Houston, Texas 


bank at which he can 
askance. 

The “‘riskless loan period” is over. 
If they have not already done so, 
bankers must become loan conscious. 
Too many of us are still primarily 
deposit conscious. Furthermore, a 
small segment of the banks —perhaps 
10 per cent it is estimated —prefer to 
sit back and be content with Govern- 
ment bond income and service charge 
revenue. Those bankers who favor 
such a program are not meeting their 
obligations as bankers, and they are 
hurting the rest of the banking fra- 


even look 


/ 

ternity. The same statement applies 
to those who argue: “Why take addi- 
tional risks when we are in a high tax 
bracket, and so much of the income 
would go to the government?”’ I believe 
that both attitudes are short-sighted. 
They are encouraging the socializing 
of credit. 

Banks must now assume legitimate 
risks, meet the loan needs of their 
communities, and’ thus fulfill their 
normal functions, or someone else — 
namely, the government —will fill their 
place. It is important to let the 
government and the public know that 
banks are not only able but anzious to 
extend the necessary credit to keep 
our post-war economy on a firm 
financial footing. 

To assure that loan needs will be 
met, the American Bankers Associ- 
ation has devised a ‘‘defense in depth,” 

See BANKING’S JOB AHEAD—Page 47 
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Why let these post-war loans 
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SLIP THROUGH WOUR FINGERS ? 


Tamne’s an enormous post-war market shaping 
up right now for both “character” and collateral 
loans for buying new and used automobiles. And 
there’s every reason why the large majority of these 
loans can—and should—be made by established 
banks under the “direct” financing method. 


Agents of The American Insurance Group are 
being told today how they can help encourage 
this method of automobile-financing. They are in a 
good position to do a good job in this direction, 
because they have personal contacts with the very 
people who will do the buying. (Almost every 


future automobile purchaser carries insurance of 
one kind or another.) 


Does the idea of “direct” automobile financing 
work? Very definitely! One Chicago bank made 
loans totaling $21,000,000 in five years before 
the war. The Executive Vice President of that 
bank tells how in a booklet entitled “The Banker 
and The Insurance Man in the Auto Trade.” 


We'd like to send you a copy of this booklet 
with our compliments. Just write: The American 
Insurance Group, 15 Washington St., Newark 1, 
New Jersey. 





The American Insurance Company « Bankers Indemmity Insurance Company « The Columbia Fire Insurance Company 





e Dixie Fire insurance Company « The Jersey Fire Underwriters 
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By ARTHUR G. WIMER, Washington Correspondent 


The Treasury’s Inning 


Hearings on the International Mone- 
tary Fund and World Bank before the 
House Banking and Currency Com- 
mittee had been devoted largely to the 
presentation of the Treasury’s case as 
this issue of The Burroughs Clearing 
House went to press. Bankers sched- 


uled to testify had not yet been called. . 


Secretary of the Treasury Morgen- 
thau opened the hearings with the 
warning that amendments would en- 
danger the world security plan and the 
request that the legislation be passed 
before the San Francisco conference, 
April 25. ‘“‘We cannot say that we 
will join the other nations in an organi- 
zation to maintain peace,” declared 
Mr. Morgenthau, “but will not help 
to remove one of the most dangerous 
causes of war —economic dislocations.” 
He maintained that another monetary 
conference might be necessary “in 
the case Congress makes substantial 
changes,” and added that “if Congress 
approves, I have reason to believe the 
other 44 nations will.” 

When asked about the position of 
the banking industry on Bretton 
Woods, Secretary Morgenthau told 
the House committee the Federal 
Reserve Board had voted unanimous 
endorsement. As for the banks, he 
said that-some associations were for 
and some were in opposition through 
their committees. Presumably he was 
referring to the action of the Independ- 
ent Bankers Association in disagreeing 
with the American Bankers Associ- 
ation on the fund. 

Treasury spokesmen following Mr. 
Morgenthau were critical of the A.B.A. 
plan to drop the $8,800,000,000 fund 
and limit the banking and stabiliza- 
tion program to $9,100,000,000 under 
the bank. Dr. Harry D. White, 
Assistant Secretary of the Treasury, 
and E. M. Bernstein, Assistant Direc- 
tor of Monetary Research, argued that 
the proposal would be altogether in- 
adequate for stabilization and recon- 
struction loan needs. 

In a week of questioning, by Repre- 
sentative Crawford of Michigan and 
others, Dr. White answered many 
questions on the fund and on the bank. 

On the matter of gold, in relation to 
the fund, he stated that fund members 
would agree to maintain the value of 
their currencies in terms of dollars or 
gold, within 1 per cent of par. He 
stated that currency values may vary 
up to 10 per cent without fund permis- 
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FRED M. VINSON 


Now holds the purse strings 


sion, and that further changes would 
require approval by fund managers. 
Changes would have nothing to do 
with the fund’s assets, he said. If 
currency values should change, na- 
tions would have to deposit additional 
amounts of currency or gold in the 
fund. > di 

The bank would concern itself with 
long-term loans to rebuild industries, 
ports, power plants, water systems, 
and development loans to create these 
facilities. These would not usually be 
direct loans. The plan is to have the 
bank and receiving governments guar- 
antee loans to be floated by private 
banks. Guarantees would be made 
only when private loans could not be 
obtained at “réasonable interest.” 

The State Department supported 
the Treasury appeal for Congressional 
approval of the Bretton Woods agree- 
ments. Assistant Secretary of State 
Dean Acheson stated that the impor- 
tance of the achievement overshadows 
the matter of detail. When asked why 
the bank could not handle the tasks 
assigned to.the fund, he stated that 
the problems were too different. Oper- 
ators of the fund, he stated, must 
watch international transactions “every 
day and minute” while the bank was 
to concern itself only with long-term 
lending operations. 


‘ + @ 


New Loan Administrator 


Fred M. Vinson, new Federal Loan 
Administrator, was confirmed by the 
Senate without a protest, an action 
that was indicative of his standing. 


‘He has the respect of Congress and is 


well known and well liked at the 
Capitol. 

As Director of Economic Stabiliza- 
tion for the past two years he has dis- 
played a broad understanding of 
economic problems. He is known as a 
student of affairs and as a skilled 
politician. He has shown the ability 
to withstand pressure. 

Mr. Vinson may be expected to 
administer the vast affairs of the 
Reconstruction Finance Corporation 
and the other government lending 
agencies with thoughtful consideration 
to the questions involved. He is con- 
sidered more liberal than Jesse Jones 
and more amenable to administration 
ideas but a man of decision in his own 
right. 

Meanwhile, the Reconstruction Fi- 
nance Corporation, chief lending agency 
under Administrator Vinson’s general 
supervision, has been in the news. 
On March 1 the RFC introduced a 
new liberalized “guarantee” policy in 
connection with smali business loans. 
It announced a willingness to enter 
into agreements with regional bank 
credit pools or with individual banks 
automatically to take a 75 per cent 
deferred participation in loans up to 
$250,000 to help small business. 

This is the first time that the RFC 
has been willing to give assurance of 
participation in advance, before taking 
a look at proposed credit extensions. 
A master participation agreement, 
much on the order of individual de- 
ferred participation loan agreements 
now i force, would be signed by the 
bank or credit group and the RFC to 
cover the loans. 


* 7 ° 


Seventh Drive Innovations 


The $14 billion Seventh War Loan 
Drive has been deliberately fashioned 
to curb inflation, to limit the rise in 
bank earnings, and to point toward a 
further reduction of interest rates on 
Federal securities. 

With the exception of a shift from 
the 2 per cent to a 1% per cent coupon 
bond, and inclusion of a 244 per cent 
bond, the Seventh Drive securities 
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They will, if you keep 
them on cotton fibre paper 
made specifically for record keeping 


We Sto ll paper 


The makers of WESTON paper have devoted their entire skill, experience, 
research, manufacturing and testing resources for several generations to the 
one purpose of creating a complete range of papers worthy of the responsi- 
bility for carrying and protecting those business records that are worth keeping. 

As you value your records take the simple precaution to place them on 
paper made specially for the job — WESTON paper. Your supplier will 
recommend the particular kind and grade of Weston paper best fitted for 
each record keeping purpose. 
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are similar to those offered in the Sixth 
Drive. They include the Series E, F, 
and G Savings Bonds and Series C 
Savings Notes,. the 2% per cent 
coupon bonds, and the 7% per cent 
certificates of indebtedness. Goals 
have been fixed, however, to emphasize 
sale of Series E Bonds to individuals 
and to encourage purchases by other 
non-bank investors. Of the $7 billion 
quota fixed for individual subscribers, 
$4 billion has been assigned to Series E 
Bonds. 

In setting a $7 billion goal for indi- 
vidual sales, the Treasury topped by 
$1.1 billion the total of such sales in 
the Sixth Drive. The Series E quota 
of $4 billion for the current drive com- 
pares with $2.5 billion in the last cam- 
paign. However, Treasury officials 
anticipate little trouble in attaining 
the goal for individual sales because 
of the long sales period. 

The Seventh Drive does not get 
formally under way until May 14. 
From that date until June 30, the 
official promotional effort to sell securi- 
ties will be made. However, sales of 
savings bonds and notes from April 9 
to July 7 will be credited to the 
Seventh Drive, and this extends the 
actual individual sales campaign to 
the unprecedented length of nearly 
three months. 

During the final phase of the drive, 
June 18 through June 30, subscriptions 
will be received from all other non- 
bank investors for the 244 and 24% per 
cent marketable bonds and the certifi- 
cates of indebtedness. 

During this same period, commercial 
banks will be afforded an opportunity 
to subscribe for Series F and G Savings 
Bonds, the 1% per cent bonds, and 
the % per cent certificates in limited 
amounts based on time deposits. The 
formula is the same that applied to 
bank purchases in the previous drive, 
but for the first time Series F and G 
Bonds are made available to the banks. 
Such subscriptions may be in aggre- 
gate amounts not exceeding $500,000 
or 10 per cent of a bank’s time de- 
posits, of which not more than $100,000 
may be Series F and G Bonds. Securi- 
ties.so acquired by banks will not be 
included in the $14 billion drive goal 
nor will they be counted in any quota. 

The nature of the Seventh Drive 
reflects a determination to curb in- 
direct bank participation. Secretary 
of Treasury Morgenthau is requesting 
the co-operation of all banks in declin- 
ing to make speculative loans for the 
purchase of government securities, 
and in declining to accept subscriptions 
from customers which appear to be 
entered for speculative purposes. 

Elimination of the popular 2 per 
cent coupon bond and substitution of 
the 11% per cent security is expected 
to go far toward discouraging bank 
participation in the Seventh Drive. 
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YOUR FOREIGN TRADE TOMORROW 


Already the “shape of things to come” in the 


western world begins to take form. In one 
field, that of foreign trade, it is not too early 
to look at the future situation in the light of 
what is already known. 

For example, pre-war data regarding busi- 
ness firms in European countries must be 
revised and brought up to date; new credit 
information must be gathered and other vital 
facts correlated, taking into account dras- 


tically changed conditions. 


In anticipation of such a need, the Chase 
National Bank has maintained its many con- 
tacts in Allied and other friendly nations. As 
always, the intimate knowledge of actual trade 
conditions as they exist and change constitutes 
an inestimable aid to those companies and 
individuals interested in export and import. 

These Chase facilities which are always at 
the disposal of our domestic correspondent 
banks provide a valuable service for their 


own customers. 


THE CHASE NATIONAL BANK 


OF THE CITY OF NEW YORK 


Member Federal Deposit Insurance Corporation 





In writing to advertisers please mention The Burroughs Clearing House 

















WHY IS A POSTAGE STAMP? 


That’s right—to mail a Jetter! And there’s 
no better way than by the Postage Meter—in 
your own office . . . The Postage Meter prints 
any stamp value, as and when you want it— 
seals envelopes, too—fast . .. holds any amount 
of postage for any kind of mail—including air 
mail, special delivery, parcel post; theftproof, 
foolproof, accounted for . . . speeds your mail 
through the postoffice to earlier trains and 
planes, because metered mail needs no canceling, 
no postmarking. There’s more than meets the 
eye in this postage stamp ...as thousands of 
fortunate firms now know, as thousands more 
will know when our war job is done. Meantime, 
for an interesting booklet, write today to 


PITNEY-BOWES 
Postage Meter Co. 


3183 Pacific Street, Stamford, Conn. 
In Canada: Canadian Postage Meters, Ltd. 
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As a further bar to bank participa- 
tion, corporations will not be permitted 
to buy the 1% per cent bond during 
the drive. This is intended to prevent 
indirect bank purchases through the 
corporate basket. Likewise, banks 
may not subscribe for the 24% and 24 
per cent bonds. This prohibition is 
accomplished by a stipulation that 
banking institutions may not own such 
securities until ten years of their 
respective maturities. In previous 
drives a similar limitation had applied 
to ten years from date of issue. 


+ Sd Sf 


Bank Assessment Proposal 


Although a demand has been voiced 
that national banks be required to pay 
all costs of operating the Comptroller 
of Currency’s office, it is probable that 
no legislative decision on this contro- 
versy will be forthcoming until next 
year at the earliest. 

Representative Louis Ludlow, Dem- 
ocrat of Indiana, made the proposal 
during recent hearings before the 
House Appropriations Committee, but 
he now says he is prepared to let the 
matter go over until next year’s 
Treasury appropriation bill is con- 
sidered. 

The Comptroller now assesses na- 
tional banks a percentage of their total 
resources, and from this levy pays the 
expenses of bank examinations. In 
1943, such assessments totaled about 
$4,000,000, and the outlay for bank 
examinations was about $2,700,000. 
In addition to bank examination costs, 
the Comptroller’s office has bank super- 
vision expenses of around $278,000 
annually, which in the past has been 
paid by the Federal Government. It is 
this additional supervision expenditure 
which Congressman Ludlow wants the 
national banks to pay. 

The Ludlow proposition served to 
emphasize the divergent treatment of 
state and national banks. National 
banks pay assessments equally with 
state banks to the Federal Deposit 
Insurance Corporation. But whereas 
the Federal Reserve authorities absorb 
the costs of their annual examination 
of state members, and whereas the 
FDIC absorbs the cost of their exami- 
nation of state FDIC members not , 
Federal Reserve System members, the 
national banks are required to pay in 
full for their two or more annual 
examinations on a straight assessment 
basis. 

The suggestion has been offered that 
the FDIC ought to absorb the cost of 
the national banks’ examinations, since 
by it they are relieved of the necessity 
for making one of their own, and 
probably this proposal will receive 
careful consideration when and if 
Congressman Ludlow renews his de- 
mand against national banks. 
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TO BANKS 


WITHOUT A FOREIGN DEPARTMENT 


Timely Business 


LETTERS OF CREDIT—both domestic and foreign—are 
increasingly used as a financing method by business 
today—whether as buyer or seller. There are definite, 
practical reasons for this trend—time saved, flexibility 
permitting quick decisions in concluding a deal, and 
reduced time involved in credit investigation. 

You do not need a foreign department to participate 
in this trend. You provide the judgement of credit and 
knowledge of the character and standing of the borrower; 
we provide the mechanics of issuing the Letter of Credit. 
Your customer benefits, and both your institution and 
ours are adequately compensated. 

Write us about Letters of Credit and we will explain 


how we can “get together” on handling such transactions. 


THE PHILADELPHIA 
NATIONAL BANK 


PHILADELPHIA 1, PA. * ORGANIZED 1803 
MEMBER FEDERAL DEPOSIT INS URANCB CORPORATION 
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INTERNATIONAL 
TRADE 
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We are engaged in an all-out struggle for final and com- 
plete Victory. It is hoped that one of the fruits of such 
Victory will be a high level of employment. Many feel that 


this can be promoted by expanded international trade in 
the future era. 


As Victory is achieved in Europe and other parts of the 
world, the liberation of various countries will pave the way 
for the gradual restoration of trade. Business and financial 
relationships will be reestablished. Importers and exporters 
in the United States will be looking for new sources and 
new outlets, and will seek guidance from their banks. 


a teed See Oe ee ee ee ee Ge 2 


The Foreign Department of Manufacturers Trust Company 
for many years has been an important factor in interna- 
tional trade. Banks and business organizations throughout 
the United States are cordially invited to use our complete 
facilities on current transactions and to discuss with us 
plans for the future. 
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Mi anuractrurers Trust Company 


Principal Office and Foreign Department: 55 Broad Street, New York 15, N.Y. 


68 Banking Offices in Greater New York 
European Representative Office: 1, Cornhill, London E.C. 3 


Member Federal Deposit Insurance Corporation 
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MARQUESS OF LINLITHGOW 


New chairman, Midland Bank Limited 


The Marquess of Linlithgow, 
who was Viceroy of India from 1936 to 
1943, has been elected chairman of the 
Midland Bank Limited, largest bank 
in England and one of the largest banks 
in the world. This great post is re- 
garded as the plum of all British bank- 
ing honors and Lord Linlithgow has 
reached it at the age of 57 after a 
remarkably broad experience of busi- 
ness, agriculture and politics. In fol- 
lowing in the footsteps of Mr. Reginald 
McKenna he has a great field in front 
of him in helping in the reconstruction 
and rehabilitation of Britain’s trade 
position at home and abroad. 

Lord Linlithgow had a wide business 
experience before he was made Vice- 
roy, the greatest honor which can come 
to any British subject, but which is at 
the same time one of the most thank- 
less: and hard-working jobs in the 
world. He was Viceroy when the war 
broke out in 1939, and his term lasted 
longer than that of any other Viceroy 
since 1858. . 

The Midland Bank is now in a strong 
position from the personnel point of 
view. Besides the great prestige of its 
new chairman it has for some years 
been guided in internal policy by 
Clarence Sadd, vice-chairman and chief 
of executive. The bank takes a wide 
view of its post-war functions, espe- 
cially in supplying finance and guid- 
ance to new enterprises and small busi- 
nesses, which in practice means firms 
with credit ratings of from £100 
to £50,000. A new department’ has 
been organized to deal with these 
under the direction of one of the chief 
general managers, Alexander Woods. 

. 


Pierre Jay, who has been chairman 





of the board of Fiduciary Trust Com- 
pany of New York since it was organ- 
ized in 1931, has been madé honorary 
chairman but will continue active. 
Duncan M. Spencer, the new chair- 
man, resigned as president in 1942 and 
has been serving overseas as a lieuten- 
ant colonel in the Army Air Force. 
Mr. Jay served as chairman of the 
board of the Federal Reserve Bank of 
New York from the time it was organ- 
ized in 1914 until 1927. Before coming 
to New York he had been Banking 


‘Commissioner of Massachusetts. 


¢ 


In the Southeast’s most important 
bank personnel change in some time, 
R. Clyde Williams has been selected 
as president of The First National 
Bank of Atlanta, largest and oldest 
national bank in that section. This 
action followed the resignation of 
James D. Robinson, upon the 
advice of physicians. 

Mr. Robinson will continue to serve 
as an active member of the board of 
directors, and has been elected vice- 
chairman of the board. During his 
tenure as president since 1938, the 
bank has grown threefold in total 
assets. 

Mr. Williams’ banking career began 
when he. was fifteen years old, at Ever- 
green, Alabama. In 1915 he became 
bookkeeper at the New Farley Na- 
tional Bank, Montgomery, Alabama. 
Two years later he came to Atlanta as 
an assistant national bank examiner, 
and after World War I service in the 
air corps he was assigned to Chicago 
as national bank examiner. In. 1922 
Mr. Williams joined the War Finance 
Corporation, eventually becoming re- 
gional secretary and manager with an 





R. CLYDE WILLIAMS 


President of Southeast’s largest bank 


office in the Federal Reserve Bank 
Building in Atlanta. 
It was from this post that he was 
chosen as executive timber for the 
Fourth National Bank of Atlanta, 
which was subsequently merged with 
the Atlanta-Lowry National Bank to 
form the First National. He started 
as credit manager for the bank in 1925 
and a year later was made vice-presi- 
dent. On January 11, 1938, when Mr. 
Robinson was elected president of the 
First National, Mr. Williams was 
made executive vice-president. 














E. A. MATTISON 


Returns to Bank of America 


E. A. Mattison has been appointed 
an executive vice-president of the 
Bank of America, San Francisco, in 
charge of development of loan services. 
He is returning to the bank after nearly 
three years of military service, first as 
a civilian in the War Department, then 
as an officer in the Service of Supply, 
later transferred to AAF as a lieuten- 
ant colonel, and in recent months as 
a special assistant with the Veterans 
Administration in Washington, D. C., 
helping. in the development of the 
regulations for loans to veterans under 
the Servicemen’s Readjustment Act. 

With a record of successful experi- 
ence in various installment finance 
organizations in New York and Los 
Angeles, Mattison first joined the 
Bank of America in 1935 as manager 
of the installment finance division, 
where he developed the bank’s widely- 
known ‘“‘Timeplan” services. He was 
promoted to vice-president in 1936. 

* 


L. W. Craig, C. A. Rude and 
C. T. Wienke, vice-presidents of 
Security-First National Bank of Los 
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Angeles, have been elected to the 
bank’s managing committee, thereby 
enlarging the top management group 
to six members, the other three mem- 
bers being J. F. Sartori, veteran chair- 
man of the board, George M. Wallace, 
president, and James E. Shelton, chair- 
man of the executive committee. 

Mr. Craig joined the bank in 1922, 
after holding executive positions in 
Illinois and Texas banks, and serving 
as an examiner with the California 
state banking department. He is a 
prominent western cattleman, and is 
an authority on cattle financing. 

Mr. Rude has been with Security- 
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First National since 1930, following 
service with the Federal Reserve Bank 
of Portland and the Citizens National 
Trust and Savings Bank of Los Angeles. 
He is a past president of the Cali- 
fornia Bankers Association and Robert 
Morris Associates. 

Mr. Wienke became associated with 
the bank in 1923. He was elected 
auditor in 1926, general auditor in 
1929 and vice-president in 1934. 


New president of ‘The Boston Five 
Cents Savings Bank is J. Reed Morss, 
who succeeds the late Russell G. Fes- 





before the war. 








About 
Eggs and Baskets 


After the war the banker who finances the pur- 
chases of 25 new automobiles in his home town 
will have a better aggregate risk than his brother 
banker down the street who lends out $15,000 to 
one borrower. That was proved by loss ratios 


Buying on deferred payment is a new American 
custom that has brought conveniences to American 
Families who otherwise could not have enjoyed 
them, and has brought organization and volume 
to American production that is winning a war. 


After that war, this buying will be resumed again. 
Will the banker, particularly in the smaller city, 
get his share of the financing? It’s good business. 
We know because we have been doing it for a 
quarter of a century. This experience is at the 
disposal of our correspondent banks. 


Industrial Bank 


AND TRUST COMPANY 
NINTH AND WASHINGTON 





RESOURCES OVER $45,000,000 


——————————e 


- ST. LOUIS 
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senden. Mr. Morss has been a vice- 
president and trustee of the bank, 
largest savings institution in New 
England, since 1932. Previously he 
had been vice-president of the First 
National Bank of Boston. 
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A new vice-president at The Pub- 
lic National 
Bank and Trust 
Company of New 
York is Thomas 
M. Keefe, who as- 
sumed his duties 
March 1. He was 
formerly connected 
with The New 
York Trust Com- 
pany, as a credit 
officer. 





THOMAS M. KEEFE 


° 


Resignation of Kenneth M. Burns 
as cashier of The Detroit Bank became 
effective March 6. He had been 
associated with the bank for eleven 
years, after having served for five 
years as executive secretary of the 
Michigan Bankers Association. Mr. 
Burns plans to enter business for him- 
self. The following promotions have 
been announced: Clifford Hyett to 
vice-president and cashier; Earl H. 
Quibell, Murray L. MacDonald 
and Harold G. Frear from assistant 
cashiers to assistant vice-presidents; 
Herman A. Loeffler and Clyde H. 
McDougall to assistant cashiers. 


SJ 


John J. May, cashier of the First 
National Bank, Kansas City, Mis- 
souri, has been given the additional 
title of vice-president. Also elevated 
to the position of vice-president are 
Clarence H. Sigler, whose duties are 
related to new business and customer 
relations, and John W. Kennedy, 
who joined the bank in 1943. after 
having been with the General Motors 
Acceptance Corporation for seventeen 


years. 
S 


The manager of the investment 
department at Valley National Bank, 
Phoenix, Arizona, Benton M. Lee, 
has been elected a vice-president. In 
this capacity he is filling in for his 
brother, Lieutenant Commander Eu- 
gene S. Lee, of the United States 
Navy, who is on leave of absence as 
vice-president in charge of investments. 

Mr. Lee was at one time associated 
with the bond department of Harris 
Trust and Savings Bank, Chicago. 
Later he established the investment 
firm of Benton M. Lee and Company 
which he managed until he joined the 
staff of the Valley Bank in 1942. 


- 
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Sometimes occupants become trapped in a burning 
building and rescue by ladder or life-line is impossible. 
That is why Fire Departments in our major cities 
carry special safety nets, scientifically designed to 
support the terrific impact of a falling body. ) }) na 
sense, these life-saving nets are emergency equipment. 
They are used comparatively rarely — but when 

the need for them arises, they are invaluable. Safety 
Paper is likewise essential equipment for bankers 

and businessmen. It would be folly not to be fully 
forearmed against the “check artist.” That is why the 
majority of America’s largest banks and outstanding 
business organizations from coast to coast specify 
LAMONTE Safety Paper—recognized standard in 
check protection for nearly three-quarters of a century. 


For Samples of La Monte Safety Paper see your 
Lithographer or Printer —or write us direct. 


LA MONTE 


GEORGE LA MONTE & SON 


We supply many banks and business organizations 
with their own INDIVIDUALLY IDENTIFIED Safety Paper. 
The issuing organization’s Trade-Mark is in the 
Paper itself and appears on both the front and back 
of the check. Such INDIVIDUALIZED paper provides 
maximum protection against counterfeiting — saves 
The Wavy Lines are a La Monte Trade Merk 4 Banks sorting time—helps prevent errors. 


BUY WAR BONDS 
AND SPEED VICTORY 
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CALIFORNIA! 


IN PLANNING AHEAD, business, industrial, and banking execu- 
tives are weighing the vast opportunities in California. If you put your finger 
on the map of this State you touch the richest, most concentrated market in 
the West. 

Your finger placed at almost any point on this map — at more than 300 
points, in fact — will cover, too, a city or town where your interests can be 
served by the local facilities of Bank of America. 

This California-wide branch bank, long experienced in serving others, wel- 
comes the opportunity of being helpful to you. Your inquiry is invited. 


4 RESOURCES OVER 4% BILLION DOLLARS} 


Bank of America 


NATIONAL fRUSTAN2 ASSOCIATION 


MEMBER FEDERAL RESERVE SYSTEM @ MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


Complete Banking Facilities - Commercial - Savings - Trust - Safe Deposit 
Main Offices in the two reserve cities of California... San Francisco - Los Angeles 





Blue and Gold BANK of AMERICA TRAVELERS CHEQUES are available 
through authorized banks and agencies everywhere. Carry them when you travel. 
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Foreign Branch Hazards 


Canadian banks with branches in 
foreign countries have had some inter- 
esting experiences during revolutions 
and international wars. The Royal 
Bank of Canada, in the current issue 
of its staff magazine, tells of difficulties 
encountered in Vladivostok, Barce- 
lona and Paris. 

In 1918 the Royal Bank, with the 
development of Asiatic business in 











By JAMES MONTAGNES 


into France the Paris branch obtained 
a motor truck in which to transport 
records and money to the small town 
of Javrezac. When the Germans actu- 
ally reached Paris the bank’s staff set 
out by truck and private car on the 
refugee-clogged roads, making the trip 
at one mile an hour. Then it was 
decided that all British members of 
the staff should be evacuated, leaving 


‘the bank in charge of Frenchmen on 


the staff. A report by the French 
manager reached the Royal Bank by 
devious ways at Montreal late in 1940, 
and now that the bank is operating 
again in Paris, this is of interest. 

The bank set up office at Javrezac, 
but little business was transacted. It 
was a month before customers received 
notice of the bank’s move to the 
provincial town, so poor were com- 
munications at the time. When the 
German occupation authorities de- 
cided that the Paris banks should re- 
open, the staff at Javrezac tried to con- 


tact Paris, and after some days got 
through with mail to a friend of the 
French manager. He contacted a 
signing officer living in Paris, and so 
operations were able to start again. 

When the staff from Javrezac finally 
reached Paris, it was decided not to 
liquidate the branch but to carry on 
banking in a limited way under the 
German regulations. The branch was 
a French bank to all intents and pur- 
poses, not a purely Canadian branch, 
as are the branches of Canadian banks 
in principal United States cities. 

It was decided to operate on a re- 
duced scale and with reduced operating 
costs. The elevator was stopped, the 
contract for the upkeep of the safes 
and vaults was canceled and the work 
done by the staff, lights were reduced, 
all departments were moved to the 
ground floor to save taxes on occupied 
office space, and only such rooms as 
were used for banking were heated, 
the rest of the building being sealed off 








Royal Bank branch in Paris 


mind, opened a branch at Vladivos- 
tok. Its staff traveled the long way 
across Canada to Vancouver and over 
the Pacific by steamer to Japan, then 
by mail boat to the Russian Siberian 
port. Besides finding poor living con- 
ditions and commodity shortages, the 
staff discovered that it required. many 
weeks to persuade officials of the need 
for the branch and to establish it. 
Then it met with difficulties of ex- 
change at this Pacific Coast city. The 
branch lasted exactly a year and was 
closed down. 

The bank’s staff at Barcelona, 
Spain, went through the 1936 revolt. 
Much of the banking time during those 
civil war days was spent dodging air 
raids and machine gun fire. The 
branch has since been closed. 

The happenings to the Paris branch 
of the bank during the early days of 
occupation show most fully the difficul- 
ties of banking in the midst of a war. 
Shortly after the German advance 
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POWER 


since 1850. 


Corporation 





Buffalo and the Niagara Frontier have 
abundant power at low cost. This has 
helped develop the largest electro- 
chemical and electrometallurgical pro- 
duction area in the world! 


The Marine Trust Company has aided in 
the development of this business 


Member of Federal Deposit Insurance 





MARINE TRUST COMPANY 


Buffalo’s Oldest and Largest Commercial Bank 
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to work with. 


Mechano Form. 


HIS firm has several different 


machines .. . and needs both 
sheets and cards that take various 
machine inks as well as hand-post- 
ing writing inks. Entries must be 
clean cut and legible and stay that 
way. Thesystem calls for matching 
colors in both paper and cards, and 
quite a variety of colors. 

If your records must stand plenty 
of use and abuse, take erasing, even 
with chemical erasers, without 
changing color, and stand erect 


Said the Bookkeeper to the Manager: 


What's this new paper we’re using? It’s a pleasure 


Said the Manager to the Bookkeeper: 


It should be. We chose it after weeks of testing 
various kinds of paper for all our records. It’s Parsons 
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in files without getting dog-eared, 
Parsons Mechano Form is what 
you need. Only in a cotton fiber 
paper can you get real wearing 
and lasting quality. 

So when you need bookkeeping 
and record papers that will do 
everything the job requires, specify 
PARSONS MECHANO FORM, 
an economical 50% cotton fiber 
paper, made by the mill that 
specializes in paper engineered to 
do the job right.* 





PARSONS PAPER COMPANY e« 


HOLYOKE, MASSACHUSETTS 


* For example: One manufacturer of bookkeeping machines uses ink that dries very 
quickly. It makes a clean, sharp impression ... but after an hour it kept on spreading along 
the fibers in the paper. Working with this machihe manufacturer, we evolved a paper formula 
which solved the problem . . . and will take any ink without smudge or spreading. 
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to conserve coal of which there was 
enough for the first winter only. With 
wooden partitions separating the vari- 
ous sections of the banking floor, busi- 
ness was conducted in a limited space. 

No reports of banking in occupied 
Paris since 1940 have been released 
yet by the Royal Bank or the Banque 
Canadienne Nationale, whose Paris 
office also operated throughout the 
occupation. Canadian banking offi- 
cials, at this writing, have not yet 
reached Paris. 

+ 6 * 


A Profitable Year 


In the tenth annual report of the 
Bank of Canada, Graham Towers, 
governor, reports a net profit for 
1944 of $20,312,659, compared with 
$15,685,478 for 1943. These profits, 
after deducting $2,000,000 to rest 
account and paying the Finance De- 
partment $225,000 in dividends, were 
turned over to the Dominion Treasury. 

The expansion of the Bank of 
Canada’s profits in wartime were due 
to the great expansion in the bank’s 
security portfolio. In part this expan- 
sion was undertaken as an offset to the 
increase in circulation of Bank of 
Canada notes, but the growth in the 
bank’s security portfolio, and resultant 
profits, also arose in part out of meas- 
ures designed to expand the chartered 
banks’ cash reserves. This policy of 
enlarging its security portfolio has as- 
sured that the cash holdings of the 
chartered banks would be sufficient to 
afford an adequate reserve against 
deposit liabilities. 

SJ a . 


Trust Company Appointments 


D. P. MacDougall and H. E. Lang- 
ford have been appointed assistant 
general managers of the Chartered 
Trust and Executor Company, To- 




















H. E. LANGFORD 


D. P. MacDOUGALL 


ronto. Mr. MacDougall has been with 
the organization since 1937 and for the 
past three years has been manager of 
the estates department. Mr. Lang- 
ford, prior to his enlistment in 1940 
with the Royal Canadian Air Force, 
was associated with the legal firm of 


Wright and McMillan, Toronto, and 


has recently been Leather Controller 
for Canada for the Wartime Prices 
and Trade Board. 
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Springtime as 
Automobile Accident -time— 
even in these days of restricted motoring 


Accidents cost considerably more today 
than before the war. BUT— Automobile 
Insurance costs were never lower. 


New Financial Responsibility Laws in’ 


most States make Automobile Insarance. 


Dependable 
AMERICAN SURETY COMPANY 


100 BROADWAY e NEW YORK 


check-up of your car. is a check-up of your 
Automobile Insurance. 
See our agent, or your broker in ee 


ts Smeruca 


NEW YORK CASUALTY COMPANY 


AGENTS AND BROKERS EVERYWHERE 
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WHAT INSURANCE HAS DONE TOWARD VICTORY 


DAY, every business and industry must be judged by a new 
standard—its contribution, direct or indirect, toward the winning 
of the war, 


The men and resources of the fire insurance industry have been 
utilized to the full in the mobilization of our nation’s might. A large 
proportion of the male employees are serving with the armed forces. 
Many others have been, and are, devoting a large part of their time 
and energies to unpaid civilian war activities. Further, a large propor- 


tion of the income of the industry is converted directly into War Bonds. 


In all these ways, fire insurance has aided the general war effort of 
the United States. Added to this is the immeasurable and vastly im- 
portant overall support rendered by the whole “industry which 
protects other industries” in its never-ceasing war on man’s ancient, 


indefatigable enemy—fire. 


Through the vigilance, skill and protective work of its inspection 
and engineering facilities, the fire insurance industry has not only 
helped prevent many disastrous fires—it has presented the country 
with the equivalent of hard-won production victories. Toward this end, 
we intensified our efforts in 1944. Yet, it is unfortunately true that in 
spite of all efforts, there. was an increase in the number of fires in 1944, 
the result of the accelerated wartime production tempo. Consequently 
we plan to redouble our preventive activities in the critical year ahead 


.- a contribution to the America our men are fighting for. 


President 





Lewis L. CLARKE Grorce McANENY 
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WiiuiaM L. DeBost Harowp V. Smita 
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STATEMENT 
December 31, 1944 





ADMITTED ASSETS 


Cash in Office, Banks and Trust Com- 
ees o «ree eS Im 
United States Government Bonds . . 34,764,718.31 
All Other Bonds and Stocks . . . . 76,426,404.54 
First Mortgage Loans . . . ~~ « 368,005.60 
ee ee a 3,772,527.58 
Agents’ Balances, less than 90 days due = 8,637,873.31 
Reinsurance 
Recoverable on Paid Losses. . 1,697,960.88 
Other Admitted Assets . . . . . 157,610.37 


Total Admitted Assets. . . .$147,045,439.90 


LIABILITIES 


Reserve for Unearned Premiums . .$ 56,900,611.00 
Reserve for Losses . . «. « « + «+ 17,391,935.00 


Reserve for Taxes. . . . 2 «= « +  2,870,000.00 
Reserve for Miscellaneous Accounts . 913,950.86 
Funds Held Under Reinsurance Treaties 58,461.60 


Total Liabilities Except Capital $ 78,134,958.46 
Capital . . . «+ 15,000,000.00 
Surplus . . . . 53,910,481.44 


Surplus as Regards Policyholders 68,910,481.44 
Total . 2 0 oc cc 6 0 co fo SlOt PS AI0S0 


Note: Bonds carried at $3,645,555.62 amortized value 
and cash $50,000.00 in the above statement are 
deposited as required by law. All securities 
have been valued in accordance with the re- 
quirements of the National Association of In- 
surance Commissioners. On the basis of actual 
December 31st market values, total Admitted 
Assets would be increased to $148,631,517.64 
and Surplus to Policyholders would be in- 
creased to $70,496,559.18. Surplus adjusted to 
reflect Canadian Assets and Liabilities on 
United States Dollar basis, 





AUTOMOBILE * MARINE 


TRE HOME, THROUGH ITS ACENTS AND BROKERS, IS AMERICA’S LEADING INSURANCE 
PROTECTOR OF AMERICAN HOMES AND THE HOMES OF AMERICAN INDUSTRY 
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THE BOOKLET. COUNTER 
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Financing Post-War Business 
. - e A splendid chance for bankers to 
attend “in print’’ a conference held by 
a St. Louis bank for its correspondents, 
wherein lending officers of the institu- 
tion discussed in detail various types 
of loans and lending techniques which 
they believe will be widely employed 
in the post-war era. These included 
G. I. loans, field warehousing and 
accounts receivable loans, term loans, 
and consumer credit financing. 

There were so many requests for a 
printed record of the discussions that 
the bank has incorporated the talks, 
as well as the equally informative 
question and answer periods which fol- 
lowed, into a 72-page brochure. The 
bank has kindly consented to make 
copies available to readers of The 
Burroughs Clearing House, and it is 
highly recommended that they take 
advantage of the offer. 

The conference represents a trend 
in which Reserve City banks with their 
broader experience and ‘“‘know-how”’ 
in specialized loan techniques are 
recognizing their responsibility for 
helping smaller institutions to meet 
the credit needs of their communities. 
It is realized that all banks have a 
mutual stake in this, if the challenge 
to the independent unit banking sys- 
tem is to be met successfully. 


Small Business and the Banks 
. . - A booklet likely to be especially 
helpful to those financial executives 
called upon to make talks before busi- 
ness groups or service clubs. It is the 
reprint of a bank officer’s address to 
a business men’s association, in which 
he discusses the special problems and 
future outlook for small business, and 
follows with an explanation of how 
banks are prepared to increase their 
assistance to this vital segment of the 
economy. 


Standing Room Only .. . 
Thoughts and comments on _ bank 





These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promptly to the 
producers. Simply address requests 
on bank or company letterhead to 


The Editor 
The Burroughs Clearing House 
Second and Burroughs Avenves 
Detroit 32, Michigan 





buildings and equipment by a doubly- 
qualified individual who is both presi- 
dent of a bank and president of a con- 
cern which designs and installs bank 
fixtures and equipment. Any financial 
institution planning to revamp its 
quarters will find a great many specific 


suggestions, particularly in regard to 
improving interior layouts to accom- 
modate increased traffic loads. ‘“Be- 
fore and after” floor plan sketches 
illustrate actual examples of such 
changes. 

One chapter covers some of the 











Sometimes There’s Quite a Crowd 


Maybe you don’t realize it, because so 
many Long Distance calls go through 


so promptly. 


But sometimes, in some places, there’s 
an extra heavy rush and all available 
circuits are in use and people are waiting. 


Then the operator will make this war- 
time suggestion—‘‘Please limit your call 


to 5 minutes.”’ 


BELL TELEPHONE SYSTEM 
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general questions which should be 
considered in deciding whether new 
construction is necessary, or if im- 
provements and alterations will suffice, 
instead. 

Chapter two explains how heavier 
lobby traffic has forced a reversal of 
former standard practice in designing 
banking rooms, and discusses trends 
as to tellers’ cages, officers’ space, 
vaults, coupon booths, etc. A third 
chapter gives thought to the use of 
protective devices, and a final chapter 
concerns itself with some of the factors 
to be considered in selecting the loca- 
tion for a new bank. 
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U. S. Government Securities 
and the Money Market... A 28- 
page brochure reviewing the trends in 
1944 and the outlook for 1945, as seen 
by the bond department of a large 
New York City bank. Topics covered 
include: - extent of the increase in 
public debt, review of the war loan 
drives in 1944, holdings of government 
obligations and trend toward longer 
maturities, continued expansion of 
bank deposits, growth of liquid assets, 
excess reserves and Federal Reserve 
policy. Consideration is also given to 
the outlook in 1945 for direct bank 
purchases of new government issues, 





Financing 
International Trade 


Nw eighty years The First National Bank 
of Chicago has financed foreign business 


for importers and exporters. 


The many 


correspondents of the bank in countries 
with which this country now has business 
facilitate the financing of international 
trade. The Foreign Banking Department 
has the most recent available data on 
quotas, restrictions, and regulations of 


foreign governments. 


Complete service 


is available to those who contemplate 
any phase of foreign trade. 


We gladly cooperate with other banks in 
handling transactions with countries of 
this hemisphere and with other parts of 


the world. 


FOREIGN BANKING DEPARTMENT 


The First National Bank 
of Chicago 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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currency circulation, commercial loans, 
bank deposits, and interest rates. 


Home Financing for Veterans 
- - « The vice-president, in charge of 
real estate loans for a San Francisco 
bank recently prepared an analysis of 
the G. I. Bill as it pertains to this type 
of financing, for a talk before the bank’s 
officers and branch managers. His 
findings were of such broad interest 
that they have been compiled in 
booklet form. 

The discussion of the Act and the 
regulation covering home loans is pre- 
ceded by historical background mate- 
rial covering veterans’ legislation in 
this country since the early Indian 
wars. 


Project Credit Plan . . . Descrip- 
tion of an offer by a manufacturer to 
furnish its products, and to provide 
payroll cash where necessary, to any 
qualified veteran or other individual 
requiring such assistance to carry out 
business projects involving use of the 
corporation’s products. The plan was 
in operation for a time during the 
depression and was found to function 
satisfactorily. It is described by the 
corporation’s president, who also ex- 
plains the method used to assure re- 
payment. 

A number of banks have indicated 
an interest in ¢o-operating under the 
plan by providing the monetary credit, 
with the’ corporation furnishing the 
materials required. 

It is the manufacturer’s belief that 
the plan could becomé a major factor 
in helping returning service men and 
small business casualties to re-establish 
themselves, if a sufficient number of 
organizations in various fields of en- 
deavor should adopt it. 


War Bond Record and Data 
Form .. . Copies of this form are 
available to banks for quantity dis- 
tribution to interested patrons. The 
front cover gives information concern- 
ing the three types of war savings 
bonds. The inside spread provides 
space for recording all the data neces- 
sary to protect bondholders by en- 
abling them to establish ownership in 
case of loss or theft. The back cover 
presents tables of redemption values 
and approximate investment yields 
from various redemption dates to 
maturity, to show the distinct financial 
advantage of retaining bonds to ma- 
turity. 


Automobile Financing ... A 
concise folder explaining how the local 
insurance agent and the local bank 
can work together to change the buy- 


- ing habits of customers in the purchase 


of new cars, when production is re- 
sumed. Advantages to the bank, the 
agent and the buyer are summarized. 











Metropolitan Policyholder. 





Bruce Barton, noted author and ‘ 


— 


THE BURROUGHS CLEARING HOUSE—April, 1945 


A policyholder reports on 
his life insurance company 


HIS YEAR; in making its Annual Re- 

port to 31,000,000 policyholders, 
Metropolitan decided to try something 
new. 

We asked Bruce Barton, a policy- 
holder, and a well known writer, if he 
would write the report. He agreed. 

So he visited our Home Office, asked 
a host of questions, looked into the facts 
and figures. According to his report, the 
things he learned about the Company 
confirm what the Examiners of the State 
Insurance Department found. Follow- 
ing their most recent official examina- 
tion of the Company they had stated: 

“From this examination, it becomes 
evident that the Company is in strong 


financial condition, that its affairs are 
ably managed, and that the business 
of the Company is being operated in 
the interests of its policyholders.” 


One out of every five persons in this 
country is a Metropolitan policyholder. 
If, like Mr. Barton, you are one of this 
group, you'll be more than interested in 
the things he learned. Even if you’re not 
a policyholder, you cannot help but 
enjoy reading Mr. Barton’s account of 
what Metropolitan did in 1944 for the 
benefit of policyholders and public. 


If you’d like a copy of this Annual 
Report to Policyholders, entitled, 
“Something New in Annual Reports,” 
write in for it. It’s yours for the asking. 


BUSINESS REPORT FOR 1944 


In accordance with the Annual Statement as of December 31, 1944, filed with the New York State Insurance Department. 


OBLIGATIONS TO POLICYHOLDERS, BENEFICIARIES, AND OTHERS 


Policy Reserves Required byLaw . 


This amount, together with future premiums and 
interest, is required to assure payment of all 


future policy benefits. 


Policy Proceeds and Dividends Held at Interest. 
These are funds left with the company to be paid 


in the future, 


Reserved for Dividends to Policyholders . 
Set aside for payment in 1945 to those policyhold- 


ers eligible to receive them. 
Other Policy Obligations ... . 


Claims in process of settlement, estimat 


Taxes DueorAccrued ... . 


Includes estimated amount of taxes payable in 


1945 on the business of 1944. 
Special Reserve for Investments. . 


To provide against possible loss or fluctuation in 


their value. 


Miscellaneous Liabilities ... . 
TOTAL OBLIGATIONS... 


ed claims 
not yet reported, premiums paid in advance, etc. 


- $5,923,550,602.75 


Other Bonds. ‘ 


Rai es 
Public Utilities . 


296,078,543.16 


Stocks 
—— 114,154,637.00 


Se 5. ee Se 
Other Property. . . 


67,579,917.19 
Loans on Policies. . 


policies. 


21,656,953.00 RealEstate Owned . 


Provincial, State and Municipal $ 98,069,228.70 
ilroad 
Industrial and Miscellaneous . 
. ¢ . . . . . . . . . . . 
All but $2,407,086.53 are Preferred or Guaranteed. 
First Mortgage Loans on RealEstate . . 
F 


Made to policyholders on’ the 


ASSETS WHICH ASSURE FULFILLMENT OF OBLIGATIONS 
National Government Securities . 
United States andi Canadian. 


- $3,066,445,698.96 


1,919,930,288.87 


- « 588,210,156.87 
- 769,116,680.34 
464,534,242.96 


104,596,021.13 
916,419,648.68 


87,325,964.20 
829,093,684.48 


370,567,520.95 


. 310,793,056.22 


Includes $49,148,672.32 real estate under contract 


of sale and $146,808,180.56 Housing Projects 


104,368,000.00 


GON oso oe 24 ese 
OtherAssets ... 
ae 24,644,127.31 

- $6,552,032,780.41 


and accrued, etc. 





Premiums due and deferred 


and real estate for Company use. 


143,063,675.82 


Ae he Fe ee By ee ay 163,634,660.80 
, interest and rents due 





TOTAL ASSETS TO MEET OBLIGATIONS $6,995,450.571.43, 


Thus, Assets exceed Obligations by $443,417,791.02. This safety fund is divided into 


Special Surplus Funds 


$15,706,000.00 


Unassigned Funds(Surplus)... . 


+ $427,657,791.02 


These funds, representing about 7% of the obligations, serve as a cushion against possible unfavorable experience 
due to war or other conditions and give extra assurance that all policy benefits will be paid in full as they fall due. 


NOTE:—Assets carried at $332,059,336.58 in the above statement are deposited with various public officials under require- 
ments of law or regulatory authority. Canadian business embraced in this statement is reported on basis of par of exchange. 


Life Insurance in Force, End of 1944. 


Amount Paid to Policyholders During 1944 . . . . 


HIGHLIGHTS OF 1944 OPERATIONS 
- $30,696,750,125 


Paid-for Life Insurance Issued During 1944 . 
$592,034,726.22 


+ $2,064,042,459 





ey 


Metropolitan Life Insurance Company 


Frederick H. Ecker, CHAIRMAN OF THE BOARD Leroy A. Lincoln, PRESIDENT 





(A MUTUAL COMPANY) 


1 MADISON AVENUE, NEw York 10, N. ¥. 
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HOUSING DIVISION —- DEFOE 


™ year you probably will not experience the great 
thrill that comes from poring over the blueprints 
for a home of your own. But we can tell you that your 
postwar home will be well worth waiting for! 


@ @ Yes... and today, while you're investing in War 
Bonds to help crush the Axis, remember you're also 
creating a nest-egg that will finance that home when 
you're ready to build it! 


@ @ The techniques of functional design and compact 
construction which enabled Defoe to build 137 fighting 
ships for the Navy since we entered the war, will be turned 
to producing quality-built homes after Victory. In ad- 





BACK THE ATTACK 
—BUY WAR BONDS 


SHIPBUILDING 


dition to the economies of volume production, these 
new homes will introduce concepts of beauty, comfort, 
and livability heretofore unknown in their price range 
—plus individuality of design and exterior treatment. 


@ @ Today, like ourselves, you have the double duty 
of performing your war-time task and buying your limit 
of War Bonds to hasten Victory. 


@ @ But you and we may both plan ahead around 
these scientifically designed homes that not only will 
offer greater dollar-for-dollar value to home buyers but 
will also contribute to better American living standards 


and full employment. COPR. 1945 DEFOE SHIPBUILDING Co. 







Four White Star Renewal Citations now decorate 
the Navy ‘‘E”’ Award won by Defoe workers. 


COMPANY, BAY CITY, MICH. 





SHIPS FOR VICTORY 
SERVANTS FOR PEACE 
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By CHARLES R. ROSENBERG, sr. 


Member of the Bar of Pennsylvania and of the District of Columbia 


Safe Deposit Withdrawals 


A renter of a safe deposit box in an 
Ohio bank turned over to the cashier 
$5,650 with instructions to place it 
in the box on the understanding that 
either the renter himself or his niece, 
one Gusta Norris, might make with- 
drawals from the box. He also told 
the cashier that in the event of his 
death, the money was to be turned 
over to her. 

The cashier accordingly wrote in the 
safe deposit record book the words. 
“or Gusta Norris or the survivor’ 
immediately following the previously 
written name of the renter. Actually, 
no withdrawals were ever made from 
the box by either the renter or his 
niece. After his death a contest arose 
between the niece and the administrator 
of the renter’s estate for the possession 
of the currency in the box. 

The cashier testified to the circum- 
stances surrounding the placing of the 
currency in the box and his notation 
in the record. He said that the renter 
had not specifically told him to place 
the notation in the record, but that he 
had done so because, after his conver- 
sation with the renter, he thought it 
‘“‘would cover the case.”’ 

““A deposit in a bank account,” said 
the Ohio court, “creates the relation- 
ship of debtor and creditor. Once the 
deposit is made, the depositor is in a 
position to so contract with the bank 
that a third party is vested with a 
present interest in the deposit that will, 
if unrevoked, survive the death of the 
depositor. 

“But the relationship between the 
decedent renter and the bank was not 
that of debtor and creditor. 
at all times entitled to have the identi- 
cal currency placed in the safe deposit 
box returned to him. The bank-in no 
way took title to the money as would 
have been the case had the money been 
deposited in an account. Therefore it 
was not possible for him by contract 
with the bank, in the manner at- 
tempted, to complete any transfer he 
intended to make of the currency, 
effective after his death, to his niece, 
Gusta Norris. 

“Many jurisdictions designate the 
relationship of bank and safe deposit 
box renter as that of landlord and 
tenant, others as bailee and bailor, 
but in no jurisdiction do we find any 
cases fixing the relationship as debtor 
and creditor. 

“This case, therefore, does not come 


He was. 


within that class ef cases wherein the 
survivor is permitted to take by reason 
of acontract of deposit. Here decedent 
placed his own money in his own safe 
deposit box and arranged only that his 
niece should have the right to make 
withdrawals. That right terminated 
upon his death.” (In re Copeland’s 
Estate, 58 North Eastern Reporter, 


‘Second Series, 64.) 
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Trust Fund Diversion 


In a recent New York case was 
raised once more the troublesome ques- 
tion of a bank’s liability for allegedly 
“aiding” in a depositor’s diversion of 
trust funds. There the executor of a 
decedent’s estate had opened a deposit 
account in his name as executor of the 
estate. In the same bank he had a 
personal account. 

The evidence showed that he drew 
a series of checks on the estate account 
to his own order as payee and deposited 
these checks in his personal account in 
the same bank. Thereafter he drew 
the money out of his personal account. 
By this process the estate account was 
presently depleted. 

One of the parties in interest in the 
estate sued the bank for its “‘participa- 
tion” in the fraud. 

*“A bank does not become privy to 
a misappropriation,” declared the New 
York court, “by merely paying or 
honoring the checks of a depositor 
drawn on his individual account in 
which there are, in the knowledge of 
the bank, credits created by the 
deposits of trust funds. The law does 
not require the bank, under such facts, 
to assume the hazard of correctly read- 
ing in each check the purpose of the 
drawer, or, being ignorant of the pur- 
pose, to dishonor the check. The pre- 
sumption is, and after the deposits are 
made remains until annulled by ade- 
quate notice or knowledge, that the 
depositor would preserve or lawfully 
apply the trust funds. 

“Although the depositor is drawing 
checks which the bank may surmise or 
suspect are for his personal benefit, it 
is bound to presume, in the absence 
of adequate notice to the contrary, 
that they are properly and lawfully 
drawn. 

“It is easy to find knowledge on the 
part of the bank when it participates 
in a diversion by accepting payment 
to it of trust funds upon the personal 


obligation of the trustee. Where there 
is no such receipt of funds by the bank 
it is difficult to find facts which are 
sufficient to constitute such adequate 
notice as to destroy the presumption — 
of regularity and render the bank 
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liable. Each transaction in a bank 
may involve many operations of dif- 
ferent persons and often no single em- 
ployee has notice of any fact which 
appears to have a significance dif- 
ferentiating the particular transaction 
from other innocent transactions; but 
if every fact or circumstance could be 
combined in the consciousness of a 
single officer of the bank, such officer 
might have such clear notice that a 
transaction, apparently innocent, was 
fraudulent, that the officer could not 
ignore it without the bank becoming a 
party to the diversion. 

“Under our decisions a bank is not 
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liable for a diversion merely because it 
has knowledge that an executor has 
deposited estate funds in his personal 
account. In such a case the presump- 
tion of regularity heretofore mentioned 
saves the bank from liability. This 
would be true even if some of the 
checks drawn by the executor on his 
personal account, in which estate funds 
had been deposited, ran to his wife. 
The presumption would still continue. 

“In the case before us there was not 


present such a set of facts as might . 


have led the bank reasonably to be- 
lieve that the sole inference that could 
be drawn therefrom was that the 








St. Louis Leads Again! 


| YEAR St. Louis led the 
nation in percentage of new war 
contracts placed during 1944. 
This record increase brought the 
St. Louis area’s percentage of the 
nation’s war output to 4.4% by 
dollar value, or $1,394,922,000. 


Factors contributing to this leader- 
ship include St. Louis’ central 
inland location, the availability of 


power, labor, and unexcelled trans- 


portation facilities. Thus St. Louis’ 
production for War again empha- 
sizes the traditional advantages 
of the strategic, central location 
of this city at the gateway to 
the great Southwest. 


Mercantile-Commerce, today, as 
always, offers every facility and 
complete correspondent service 
to banks and bankers interested 


in this vital trade territory. 












money was being stolen by the fiduci- 
ary. Mere surmise or suspicion is not 
enough.” (Lee vs. Corn Exchange 
Bank Trust Company, 52 New York 
Supplement, Second Series, 246.) 
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Unauthorized Withdrawals 


A Louisiana bank was sued by a 
depositor for a sum which the deposi- 
tor claimed had been withdrawn from 
his savings account by an unauthor- 
ized person. Ata time when the bank 
knew the depositor was confined in an 
institution, it paid withdrawals to the 
depositor’s sister upon her presenta- 
tion of the pass book. A rule in the 
pass book provided that “‘possession 
of the pass book shall be sufficient 
authority to the bank to warrant any 
payment made and entered therein.” 

“The bank,” recited the Louisiana 
court, “primarily contends that it had 
the right, under its rules, to permit the 
depositor’s sister to withdraw funds 
from his savings account merely upon 
her presentation of his savings account 
pass book and without any order, 
written or otherwise, from him. 

“Such rules, when reasonable and 
assented to by the depositor, are up- 
held by the courts as binding upon the 
parties. The usual provision is that 
payment made to a person presenting 
the pass book shall be good and valid 
on account of the depositor unless the 
book has been lost and notice of such 
loss has been given to the bank. Such 
provision has been upheld as valid, and 
where there is no negligence on the 
part of the bank, the payment is bind- 
ing upon the depositor. 

“Consequently, the rule depended 
upon cannot -protect the bank from 
liability where its officers and em- 
ployees were guilty of negligence in 
making the payment. In the case 
before us, since the agents of the bank 
knew that the depositor was confined 
in an institution at the time the funds 
were withdrawn, the bank is responsi- 
ble, unless the evidence shows that the 
depositor’s sister, who got the money, 
was duly authorized by him to make 
the withdrawals or unless, if, not 
authorized, the representations made 
by her to the bank were of such a char- 
acter as to lead a reasonably prudent 
person to believe that she did possess 
such authority. In other words, the 
burden is upon the bank to establish 
that it was free from negligence in 
permitting the withdrawal.” 

Fortunately for the bank,’ corre- 
spondence that passed between the 
depositor and his sister while he was in 
the institution satisfied the court that 
she was. authorized to make the with- 


drawals and that the bank was not 


negligent in making payments to her. 
(Weigel vs. First National Bank, 20 
Southern Reporter, Second Series, 21.) 
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Pennsylvania Railroad Reports 
on its 93th Year of Service 


INCOME STATEMENT 


INCOME: 

Operating Revenues—Freight, 
Passenger, Mail, Express, etc. .. . 

Other Income—chiefly dividends and 


interest on securities owned z 39,272,649 D 3,230,869 (MILLIONS OF COLLARS) 
EE Nace. 6c a cin ore ees I 27,011,888 31,010.0 
EXPENSES: 
Operating Expenses ....... ae 736,318,745 I 72,808,034 
OS BS ares - SR ee Sas ae 152,838,409 D 27,567,082 
Equipment and Joint Facility Rents . . 11,886,692 I 3,576,150 
Other Charges—chiefly rentals paid ; 
for leased roads and interest on 
the Company’s debt ile Ta ‘ 83,524,284 D 1,107,161 
NE ei 6 Rte ed cs eed br wien 984,568,130 I 47,709,941 
Pres Beet 8 Sha aie a se 64,720,431 D 20,698,053 
DISPOSITION OF NET INCOME: 
Appropriations to sinking and 
other fnntle. 6G. oi fe: i Ke BS 3,244,558 I 1,320,439 
Retirement of Debt—Penna. R.R. Co. 18,767,970 I 1,456,970 
Dividend 5% ($2.50 per share) .. . 32,919,385 _ 
Transferred to credit of 
Prem @d LOGs:4 5s. cso & 9,788,518 D 23,475,462 
RESULTS FOR THE YEAR 


Business continued at a very high level 
during 1944, the volume being the larg- 
est in the Company’s history. Operating 
revenues for the first time in almost one 
hundred years of operation amounted to 
over one billion dollars. 

While operating revenues increased 
$30,242,757, due to the greater volume 
~ of traffic, this was more than offset by 
an increase of $72,808,034 in operating 
expenses, caused principally by the full 
effect of the wage increases referred to 
in the 1943 report, increased costs of ma- 
terial and fuel, and the cost of handling 
the larger volume of business. Taxes re- 
mained abnormally high. As a result, Net 
Income of $64,720,431 was $20,698,053 
less than in 1943, and $36,748,362 less 
than in 1942. Notwithstanding this fact, 
the dividend paid in 1944 was main- 
tained at the same rate paid in 1943 and 
1942, or 5% ($2.50 per share). 


TAXES 


Railway taxes of the Company for 1944 
(federal income taxes, excess profits taxes 
and other federal, state and local corpo- 
rate and property taxes), amounted to 
$126,034,483. They were, with the ex- 
ception of 1943, the highest in the his- 
tory of the Company. These taxes, to- 
gether with Unemployment Insurance 
taxes of $12,862,679, and Railroad Re- 
tirement taxes of $13,941,247, aggregated 
$152,838,409. 


. $2,744 $2,927 
All taxes required 15.2 cents out of failed to meet their responsibilities in all $2,076 12,219 82453 
each dollar of operating revenue, the | the problems that have confronted the 
equivalent of 23.3% upon the capital railroad. 
stock, or $11.63 per share. The extent of STOCKHOLDERS 
the fact that taxes cook about 70 cence qq, 7e C#Pital Stock of the Company at a? 
? a ; the close of the year was owned by 1940 194] M1942 1943 1944 
out of every dollar left after paying oper- 213,121 stockholders, an increase of DE Ee Ee Ezz 


ating expenses and other charges. 
REDUCTION OF FUNDED DEBT 


Substantial reductions in the outstand- 


1944 


$1,010,015,912 I $30,242,757 






































ing debt in the hands of the public con- 
tinued during the year, the debt of 
System Companies being reduced 
$31,283,927. The debt of the System in 
the hands of the public shows a net 
reduction of $138,000,000 during the 
last five years. 

REFINANCING OF BONDS 


Refunding operations, detailed in the 
report, have resulted in calling for re- 
demption, during 1944 and so far this 
year, four issues of bonds totalling 
$140,735,000, while new issues, totalling 
$129,735,000, and bearing lower rates of 
interest, have been sold to provide funds 
for the redemptions. These transactions 
insure ultimate savings of approximately 
$61,000,000. In addition, refunding opera- 
tions of three terminal companies, jointly 
owned with other railroads, will produce 
ultimate savings to the Pennsylvania of 
approximately $9,200,000. 

THE EMPLOYES 


The Board takes pleasure in acknowl- 
edging the continued loyalty and effi- 
ciency of the employes, who have 
supported the war effort in full, and co- 
operated wholeheartedly and effectively 
with the management. 

A remarkable job has been done by 
these employes—continuously now for 
five years—and:it is to the lasting credit 
of these men and women who staff and 
operate the railroad that they have never 


3,503 compared with December 31, 1943, 
with an average holding of 61.8 shares. 


M. W. CLEMENT, President. 
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Even though the volume of business was 


greater than in any year inthe Company’s history, 
Net Income of $64,720,431 was $20,698,053 less 
than in 1943, and $36,748,362 less than in 1942, 





AVERAGE COMPENSATION AND 
PAYROLL TAXES PER EMPLOYE 
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(RAILROAD'S SHARE UNEMPLOYMENT INSURANCE 
AND RAILROAD RETIREMENT PAYMENTS) 
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The chart shows the steady increase in the 


average compensation per employe of the Penn- 
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sylvania Railroad, and in the railroad’s share of 
unemployment insurance and railroad retire- 
ment payments over the past five years. 
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this business. Aside from the benefits 
which may accrue from the obtaining 
of correspondent accounts, there are 
at least three reasons for our policy of 
“telling all.” 

The first rests upon broad economic 
grounds. It stems from our belief that 
in normal times a high level of business 
activity is dependent upon, or impos- 
sible without, a correspondingly large 
volume of consumer credit financing. 
Thus, we feel that widespread activity 
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by banks in this field will be beneficial 
from an economic standpoint. 

Secondly, we have always found 
that more business can be obtained 
where the most business is being done. 
Mass volume has followed the large- 
scale entering of banks in this field. 

Another factor has been the realiza- 
tion that, as the majority of banks 
began to engage in consumer credit 
financing, there was less likelihood of 
inimical legislation being passed on a 
state or national scale. 
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Millions of rolling acres of productive farm lands cover- 
ing the length and breadth of this nation—that’s rural 
America! These bountiful acres are a tribute to the in- 
dustry and good management of American farmers. 
The task of the farmer is not an easy one. One of the 
very first lessons he learns is that it takes good manage- 
ment to insure a living for himself and his family. De- 
pendent upon the elements over which he has no control, 
he must be able to get his work done speedily and eco- 
nomically to come out on the profit side of the ledger. 
That’s where labor-saving machines made by Minne- 
apolis-Moline give the farmer of today a big lift. They 
enable him to till his fields and harvest his crops effici- 
ently and at low cost. The modern farmer finds that 
working his land with MM machines is good manage- 
ment. You, as bankers cooperating with your MM Farm 
Machinery Dealers, can pi help farmers get the MM 
machines they need for a prosperous future. 


MINNEAPOLIS- MOLINE 


POWER IMPLEMENT COMPANY 


MINNEAPOLIS 1, MINNESOTA, U.S.A. 


In writing to advertisers please mention The Burroughs Clearing House 





CORRESPONDENT SERVICE 


We have compiled manuals contain- 
ing some 100 forms covering interview- 
ing, operating, accounting, auditing 
and collections, and accompanying 
each form is an individual explanation 
covering its use. We will supply 
correspondents with these manuals, 
granting them permission to use any 
of the forms. 

Broad-scale assistance in matters of 
bank promotion and business develop- 
ment is also a part of our program. 
Pre-publication proofs of all of our 
advertising matter are sent to our 
correspondents. Mats of newspaper 
advertisements are supplied upon re- 
quest. Our printer will adapt pro- 
motional booklets and folders to fit the 
correspondent’s own particular needs. 
Radio scripts are also available. 

On request we are glad to review 
correspondent bank investment prob- 
lems. Of course, in line with the policy 
of most banks, we do not make recom- 
mendations in regard to specific issues, 
but we do assist bankers in setting up 
well-spaced portfolios tailored to their 
specialized situations. 

We are glad to pass on to our corre- 
spondents information regarding insur- 
ance coverage for various banking 
risks. Life insurance protection on 
consumer banking loans can also be 
arranged through us. 

Although subject to some restric- 
tions due to current manpower limita- 
tions, our officers are pleased to meet 
with the boards or committees of 
correspondent banks for the presenta- 
tion of programs or methods. 


ONE of the questions most frequently 
asked us in connection with our cor- 
respondent program is: ‘Where does 
the bank come out financially, in view 
of the scope of the services rendered?”’ 
We have handled many excess loans 
as a result of our correspondent rela- 
tionships. Correspondents have bor- 
rowed from us through loans collateral- 
ized by their customer paper. Many 
banks have sold FHA Title I paper to 
us, feeling that their small volume of 
these loans would not enable them to 
build up a safe reserve margin through 
the 10 per cent guarantee. 

The loan income derived from such 
activity, plus the balances maintained 
with us by banks, has amply repaid us 
for the out-of-pocket expenses involved 
in rendering a broad-scale service to 
our correspondents. 

We believe that our program is fully 
in line with the move on the part of 
the American Bankers Association to 
vitalize correspondent relationships in 
preparation for post-war responsibili- 
ties, and it is our hope and expectation 
to expand still further our sphere of 
usefulness to other banks. 
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“Labor Law” Problems? 
O : ¢ Here in CCH’s practical LABOR LAW REPORTS is pro- 


vided swift,. complete, and dependable coverage of 
“labor law.”’ Its informative weekly issues span the whole 
work-a-day world of statutes, regulations, rulings, court 
and administrative decisions, returns, forms, reports, in- 
structions concerning the important federal and state 
regulation of labor relations and wage-hour problems. 


* Coverage includes: Wage and Salary Stabilization Law, 
War Labor Disputes Act, Overtime Pay Order, National 
Labor Relations Act, Fair Labor Standards Act, public 
contracts laws relating to wages and hours, anti-injunc- 














tion laws, state labor relations acts, state wage and hour 
laws, etc. ; 
© Pertinent amendments, regulations, rulings, interpreta- 
tive bulletins, and court decisions are likewise promptly 
7 reported. Thus, subscribers always have the last word, : 
| the newest development, the latest twist and turn of ( 
| events of interest or importance in the field of “labor law."’ 5 
O , 
) Write for Complete Details ; 
COMMERCE) CLEARING; HOUSE; ING. 
PUBLISHERS OF TOPICAL LAW REPORTS 4 
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(CONTINUED FROM PAGE 20) 


ally known to someone in the bank, but 

often is not readily available to other 

officers, directors, and examiners. 
Supplemental History Sheet —The 
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FARM CREDIT FILE 


supplemental history sheet provides 
space to record visits to the farm, 
interviews at the bank, examiner’s 
comments, and the comments of the 
loan committee. Other information 
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“Special Correspondent” 


& 

& 

& 

I k, 'a “special d- ° 
n newspaper work, a “special correspond Bs 
ent”’ is distinguished by ability to carry out & 
difficult or unusual assignments.. Among co) 
banks there are also “special” correspond- & 
ents, upon which other institutions may : 
always count. In New England, the Shaw- & 
mut is known for prompt handling of diffi- i 
cult or unusual situations and for its “out- & 
standing strength” for 108 years. $ 
o 

co 


The National 6 
Shawmut Bank | 


40 Water Street, Boston 
Member Federal Deposit Insurance Corporation 
CapiTAL $10,000,000 Surpius $20,000,000 
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Carolina 


quantities. 


today. 


American 


CHARLOTTE, 
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North Carolina's national rank of second in furniture production is 
attributed to progressive management and other important factors: 


e MATERIAL— Pine, hemlock, cypress, cedar, oak, ash, hickory, maple, beech, gum, 
chestnut, poplar, elm, basswood and walnut found in North Carolina in commercial 


e LABOR—A large population of enthusiastic, skilled artisans — fathers and sons— 
who take pride in their chosen work of fine furniture building. 


¢ POWER— Low-cost hydro-electric power. 


* TRANSPORTATION — Over 50% of the Nation’s population within easy reach of 
rail, truck, water and air transportation facilities. 


Ideal for the industry, the Piedmont industrial area has numerous furniture factories 
The avowed purpose of Free Enterprise is to build more factories to produce 
merchandise and provide postwar employment. 


Our Collective Experience and Financial Cooperation are 
always available for the further development of this area 


Trust Company 


NORTH CAROLINA 
Largest Unit Bank in the Carolinas 


MEMBER * FEDERAL RESERVE SYSTEM ® FEDERAL DEPOSIT INSURANCE CORPORATION 
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should be entered as 
available. 

Certificate of Search — This certificate 
of search can be made either by the 
banker or sent with a return envelope 
to the town clerk or other proper 
official, who usually will fill out and 
return the form for a nominal fee. It 
is profitable for the bank to make its 
own search, but if circumstances do 
not permit, it may be done by mail. 
Provision is made at the bottom of 
this form for a record of every chattel 
mortgage or conditional sales contract 
the bank may take... Searches should 
be kept up to date by frequent check- 
ing of the records. 

Order on Proceeds of Produce —This 
form is used for taking “third party” 
orders of milk checks or proceeds of 
crops. It is acceptable to the majority 
of dealers. Experience indicates that 
one of the best ways to be assured of 
regular reduction of a farm loan is 
through a milk order or an order on 
sale of produce. 

Chattel Mortgages—The form in- 
cluded is made up in quadruplicate. 
The original copy is kept in the col- 
lateral files, the recording copy is filed 
with the town clerk, the mortgagor’s 
copy is given to the borrower and the 
last copy is for the credit file. Reten- 
tion of a separate copy in the credit 
file saves time because it makes it 
unnecessary to go to the collateral 
records for this information when the 
file is being reviewed or when the 
farmer is requesting additional credit. 

Letters Requesting Statements from 
Borrowers—One letter is an original 
credit statement request and the 
second is a suggested follow-up in case 
the first does not bring the desired 
results. 

Discharge of Chattel Mortgage and 
Release of Conditional Sales Contract — 


it becomes 


The use of these forms depends upon . 


state laws. In New York State, the 
holder of a chattel mortgage is re- 
quired, upon the request of the mort- 
gagor or any person interested in the 
mortgaged property, to sign and 
acknowledge a discharge when the 
debt is paid. The personal property 
laws of the State of New York require 
the seller to execute a release for a 
conditional sale when the debt is paid, 
the burden being on the seller to do 
so within 10 days even without the 
request of the buyer. 

Banks in which the forms were pre- 
tested include the Wheeler National 
Bank, Interlaken; Suffolk County Na- 
tional Bank, Riverhead; National 
Bank of Auburn, Auburn; First Na- 
tional Bank, Perry; Wallkill National 
Bank, Wallkill; First National Bank, 
Herkimer; State Bank of Ellenburg, 
Ellenburg Depot; Oneida Valley 
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National Bank, Oneida; Watertown 
National Bank, Watertown; Homer 
National Bank, Homer; First National 
Bank Hamden, and First - National 
Bank, Newark Valley. 

Typical comments from the tryout 
banks indicate that none of them found 
the paper work actually formidable. 

“The file might possibly frighten 
some bankers before they use it,” one 
bank man wrote. “In actual oper- 
ation, however, it simplifies the task 
of taking a statement. We have been 
trying for several years to keep the 
kind of data called for by the com- 
mittee’s forms, and we found our- 
selves constantly involved in trying to 
collate and interpret facts recorded 
on a lot of more or less disorganized 
supplemental sheets. The forms, which 
enable us to collect and retain the 
information in a systematic manner, 
make our work easier and prevent the 
omission of essential information.” 

“‘We believe the forms are complete 
enough to cover the needs of a large 
bank and simple enough to be very 
useful to us, a small bank,” was an- 
other typical comment. 

In the final analysis, the credit file 
is merely an effort to document and 
organize the kind of information all 
banks should have about their farm 
borrowers. The committee believes 
that, through the very act of collecting 
and setting down this vital information 
now, agricultural bankers will escape 
many headaches in the years ahead. 

+ 7 Sd 


BANKING’S JOB 
AHEAD 


(CONTINUED FROM PAGE 21) 


consisting of the following: 1. A pro- 
gram to stimulate the loan activity of 
individual banks, and to provide help- 
ful information of an educational na- 
ture on newer types of credit. 2. 
Strengthening of correspondent rela- 
tionships, to promote co-operation 
between large and small banks in 
making loans bankable. 3. Creation 
of bank credit groups, largely to 
provide a method of sharing risks and 
lo assure consideration of marginal 
credit needs. 

All banks should unite in supporting 
this well organized plan. It is espe- 
cially important that the country 
banks should, be thoroughly familiar 
with their important part in the pro- 
gram, and how the correspondent and 
credit pool functions fit in. 

In his quest for loans, the country 
banker may find some that are of a 
borderline variety. They may be too 
large or involve too much of a risk for 
his bank to handle alone. In this case 
the city bank may be able to help out, 
through changing the set-up of the 


credit arrangement or accepting the 
loan on a participation basis. Even if 
this may not be possible, the applica- 
tion still does not need to be referred 
to a Federal Agency. The city bank 
can submit it to the bank credit group 
in that area, for further consideration. 
Of course, banks are still not going to 
finance “‘crackpot” proposals, for two 
reasons: 1. They wouldn’t work out. 
2. They would be a hardship on legiti- 
mate business. Nevertheless, many 
loans of a risk nature will undoubtedly 
be made under the program. 

Banks formerly thought in terms of 
ninety-day loans, but they have found 
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that term loans amortized monthly or 
quarterly pay out. Here is a field that 
the country bank should capitalize on. 
For example, farmers in the future will 
need new and improved machinery. 
The country banker can encourage 
them to purchase such equipment, and 
can make term loans on an amortized 
basis to provide the necessary funds. 
Farming is certainly a form of small 
business, and in this connection it 
is noteworthy that the credit pools 
will include farm loans among its classi- 
fications of small business. 

For a year our bank has had two 
seasoned and experienced men doing 











cordially invited. 








HOW TO BROADEN 


YOUR BANKING SERVICE 


HROUGH their use of the facilities and 
6 feat, of banking information available 
here, correspondent banks are frequently en- 
abled to broaden the service rendered their own 
customers. Through visits to this Chicago bank 
and discussions with its officers, ideas on meth- 
ods and techniques can be exchanged .. . to the 
benefit of both institutions. The inquiries of 


banks seeking a Chicago correspondent are 


THE NORTHERN 
TRUST COMPANY 


50 SOUTH LA SALLE STREET, CHICAGO 90, ILLINOIS 


Member Federal Deposit Insurance Corporation 
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little else but visiting and advising 
with country bankers. They are not 
“‘glad-handers”” who merely pay social 
calls. I think that phase is past. The 
trend is toward sending out well-in- 
formed, intelligent representatives who 
are qualified to sit down and talk with 
country bankers about their problems. 
We are frequently being called upon 
for advice on how to set up certain 
types of loans with which country 
banks are not too familiar, and we 
expect to render an increased amount 
of this kind of service in the future. 
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Banking’s job ahead is clear-cut. 
It is to meet every legitimate credit 
need, and to let the nation know that 
the “‘riskless loan period” is a thing of 
the past. All banks, both large and 
small, can and should have a part in 
the program. 

Private enterprise, more than the 
government, must be counted on to 
furnish economic leadership in the post- 
war period. The banks must play 
their part faithfully. Good loans must 
be sought out, but it must be eternally 
remembered that bad loans help no 


+ ° + 


one. The record of the bankers 
throughout the war has been superb. 
We are probably a long ways from 
peace. We will continue every effort 
and lend every resource toward the 
shortening of the war, and then we will 
resolutely attack the problems that 
are sure to follow after the peace. 

The country needs a strong, char- 
tered banking system such as it has 
today. We have grown great under 
this system, and for the welfare of the 
country chartered banking must con- 
tinue with ever-increasing usefulness. 


WOMEN IN BANKING 


(CONTINUED FROM PAGE 17) 


bankers and find out. I went back to 
some men I’d interviewed earlier and 
I chose new men for some questions. 
I heard praiseworthy remarks far be- 
yond my greatest expectations. 

These men told me, in many cases, 
that they prefer women tellers to 
serve the public, that as accountants 
the women have done an outstanding 
job, that they have fitted into routines 
of the commercial department, the 
personal loan department, selling trusts 


and other bits of no-woman’s land. 
They are fitting into every type of job 
and training for the job just ahead. 


"THE large banks have two major 

problems. They have first surveyed 
their prospects on recapturing the 
veteran after the armistice. The 
response is startling to them, for many 
have a 50 per cent rejection by their 
ex-employees. Fifty per cent are not 
returning to old routines, old salaries 
and old ambitions. Next, the banks 








O. K....Now figure out how much 
you pay for two, hundred Pocket 
Checks. Also, how much for a check 
book cover and how much for a 
pass book. Don’t tell us, but isn’t 
it about fifty cents? 


So thae fifty cents is given to the 
depositor... but is he conscious of 
it? No, he isn’t! It’s just something 
he has to have because it goes with 
his checking account. 


The point we are trying to make is 
how much more conscious of value 
that depositor would be if he paid 
out $1.25 of his own money and got 
two hundred Personalized Checks 
along with a nice gold-stamped 
cover. Then he would really have 
something. 





GOT A PENCIL? 



















And then take a look at the benefits 
to your bank. It’s so easy to sort and 
file when you are looking at a 
printed name and it wastes so much 
time when you have to depend en- 
tirely upon written signatures, many 
of which are illegible and most of 
which are “Greek to us.” 


Still got that pencil? Then how 
about multiplying fifty cents by the 
number of checking accounts not 
already using imprinted checks. It's 
all money out of your pocket and 
much of it can be saved by selling 
the checks instead of giving them 
away. Use one of our statement 
enclosures just one month. We 
predict that the results will sell you 
on the Personalized Check program. 
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began to ask if they could hold the 
women. They were pursued by rumors 
that the women would be resigning in 
large flocks when their men came 
marching home. 

Strategy developed immediately, 
post-war plans and promises arose to 
sell a preferred group of the men on 
the advantages of returning to the 
bank’ for refresher courses, for re- 
training for the better jobs, etc. 

Faced with an exodus of the women, 
both large and small banks awakened 
to the realization that women were 
essential to a smooth running organi- 
zation. They asked, how can we hold 
the women? What prerogatives can 
we offer, when they are so well qualified 
to do the work? 

To hold them the women are being 
offered increasingly pleasant surround- 
ings; to whet their appetites, they are 
promised equal pay for equal work; to 
put the final stamp of approval on 
women, many banks are offering 
official titles to those whose ability was 
formerly unrecognized, because they 
were just women. 

These are not idle gestures, but posi- 
tive bits of bargaining and recognition 
which women are receiving in almost 
every part of the country. 

Is it not strange, in the face of these 
facts, that when men depict woman 
they persist in emphasizing her foibles, 
not her strength? I’ve pondered over 
the incongruity and have noticed that 
our financial magazines have had a 
Roman holiday for three or four years, 
with cartoons about women. 

Last year, being interested in women 
in banking, I began to collect speci- 
mens of these cartoons, and found some 
of the best were by one Dick Ericson. 
I wondered how he got that way, only 
to discover he was an ex-bank man 
now in service. 

Taken collectively or individually, 
I’ve discovered the cartoons do not 
really libel the women, but do they 
expose the frailties of men? Just take 
another look. 


FORM 4070 














BANKERS DEMAND 


WHY SHOULD 















































Only a specialized bank designer, by virtue 
of vast experience with bank construction 
costs, can quote a price in advance and 
GUARANTEE that construction will not 
exceed that price. Our method of guarantee- 
ing costs in this manner safeguards against 
frequent disappointment. Too often the 
banker approves plans, only to discover 
later that costs exceed the appropriation 
originally contemplated. In this event he 
has one of two alternatives...either accept 


the original plan and spend more money; 
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Sketch Showing Post War Quarters, 
Industrial Bank & Trust Company, St. Louis 


or, call for a new plan to fit his pocketbook. 
Either way it’s embarrassing. To protect 
against such an occurence most bankers 
now insist that we be consulted. They know 
in advance that the plans we submit can 
absolutely be executed within the price 
originally quoted. That we are experts at 
anticipating all cost factors is evident. We 
have completed over 1,000 contracts during 
the past thirty years...an average of one 
every ten days. This record is unexcelled 


by any designers in the field of banking. 
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Businessmen, coping with changing accounting con- 
| ditions and an increasing volume of work, are finding 
| the flexibility of Burroughs machines an extremely im- 
t| portant advantage. And Burroughs systems and installa- 
: tions men are giving them important help with their 
problems, thanks to the farsighted policies of the Bur- 
roughs organization. 
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These Burroughs men have had years of intensive train- 
ing in machine accounting, and broad, diversified 
experience with all types of business enterprise. They 
have been working continuously with officers in the 
armed services, government officials and business exec- 
utives—helping them make the fullest use of the equip- 
ment they now have .. . helping them adapt their 
machines to changing conditions. 
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Burroughs service men continue to provide the highest type of 
mechanical service—dependable in war just as before—to help 

4 keep Burroughs machines throughout the nation at top operat- 

UuUrrow sy ing performance. The reference files of up-to-date machine 
accounting information maintained in all Burroughs offices are 


i another service playing an important part in helping users get 
IN MACHINES fullest use from their present Burroughs machines. For help in 


IN COUNSEL 
IN SERVICE 


meeting your problems, call your local Burroughs office, or write 
Burroughs Adding Machine Company, Detroit 32, Michigan. 








FIGURING, ACCOUNTING AND STATISTICAL MACHINES * NATIONWIDE MAINTENANCE SERVICE + BUSINESS MACHINE SUPPLIES 





